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MARINE SYNDICATES HERE 
ARE EXPANDING 10 CARE 
FOR INCREASED BUSINESS 


Capt. Gatewood of Shipping Board 
Named to Manage U. S. 


Salvage Association 
THIRTY YEARS IN U. S. NAVY 


L. J. Brengle Will Now Devote 
Entire Time to Underwriting 
Hulls in Syndicate “B” 


One of the most encouraging develop- 
ments in the rehabilitation of American 
marine insurance since the end of the 
World War and the shutdown on the 
profitable war risk business is the 
growth of American participation in hull 
insurance. This week the American 
Marine Insurance Syndicates, which 
handle hull underwriting and salvage 
work here, named a second official to 
share the management work with Law- 
tence J. Brengle, who for several years 
has been the joint head of both the un- 
derwriting and salvage departments. 

The newcomer is Captain R. D. Gate- 
wood, manager up to this week ot the 
maintenance and repair department of 
the United States Shipping Board, and 
a real live wire. His addition to the 
Syndicates is considered fortunate in 
local marine circles in view of the fact 
that the growth of business has been 
such as a render it impossible for Mr. 
Brengle to manage the whole office 
without further assistance. The selec- 
tion of Capt. Gatewood, as experienced 
and valuable a man as could be obtained 
was nade after marine underwriters as- 
Sured themselves that the Syndicates 
are a permanent feature of American 
hull insurance and by virtue of their ex- 
pansion in recent years are due to play 
a bigger role in marine insurance in the 
future. 

Mr. Brengle, who is now vice-presi- 
dent and general manager of the Syn- 
dicates and also of the United States 
Salvage Association, Syndicate “A,” will 
Temain as vice-president, while Capt. 
Gatewood is general manager of the 
Salvage Association. 

Inspection Work Expanding 
The Salvage Association has as mem- 
bers more than seventy insurance com- 
Panies writing marine coverage on 
American vessels. Last year the total 
number of surveys made by the sal- 
Vage division was 5,300, as compared 
with about 5,000 in 1927. With the 
8towth of the American merchant ma- 
fr by the transfer of many vessels 
* tages Shipsing Board to private in- 
the Americ the construction of others 

‘American marine insurance market is 
Setting a greater volume of underwrit- 
ing and inspection business. Of course 
¢ foreign marine markets remain big 
(Continued on Page 28) 






































PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


stablesbed ayta 


INSURANCE 


Indemnity Company 


150 William Street, New York 









































Confidential and Copyrighted 


A month ago we started a new sales service—confidential and copyrighted 
—for our representatives. They are receiving each Monday morning a sales 
suggestion or plan, brief but complete, that takes not more than half an hour 
to digest. Thus they can start the week with a new weapon and a new stimulus. 


A brilliant quartet of master salesmen is doing the writing, in rotation, 
and they are counseled by a brilliant advisory committee of master salesmen. 
These are the writers: 


John A. Stevenson John B. Duryea 
Ralph G. Engelsman Vincent B. Coffin 


And this is the advisory committee: 


J. Elliott Hall, Chairman 
Alexander E. Patterson 


Frank H. Davis 
John P. Davies 
Binders have been supplied, and each man and woman will, at the end of 
a year’s issuance, possess a uniquely valuable course in applied salesmanship, 
written and directed by underwriters who are at the top of their profession. 


Most of the Second Hundred Billion will be written by trained men. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life Insurance Company 


Philadelphia. 


Independence Square Founded 1847 























AMERICAN LIFE CONVENTION 
HOLDING ANNUAL MEETING 
THIS WEEK AT CINCINNATI 


Common Stock Investments and 
Disability Get Prominent 
Place On Program 


AYRES ON STOCK JOBBERY 
President of Convention Scores 


Manipulation of Life Company 
Control 











The American Life Convention has 
been in session all this week at the Ho- 
tel Sinton, Cincinnati. The Legal Section 
was the first to meet, holding its ses- 
sion Monday. The first of the general 
sessions was on Wednesday morning. 
The Eastern Underwriter will publish a 
special edition on Saturday which will 
contain a full account of the proceed- 
ings. 

President Clarence L. Ayres, who is 
also president of the American Life of 
Detroit, spoke very strongly on the sub- 
ject of disability insurance in his ad- 
dress. He said he did not believe that 
the insurance commissioners should long- 
er permit companies to extend the ben- 
efit beyond the “total and permanent” 
phase permitted by law and if adequate 
rates and reserves are not provided and 
companies persist in writing “partial” 
disability under any guise. “I for one,” 
he said, “should be in favor of abandon- 
ment of the field by departmental rul- 
ings or where necessary by legislative 
enactment.” 


Ayres Criticizes Stock Manipulation 

President Ayres recommended that the 
convention appoint strong, active com- 
mittees on a number of matters, among 
them taxation. He believes that the 
companies should take a firm stand 
against any increase in taxation as it is 
borne ultimately by the policyholder. He 
said that federal taxation “discriminates 
against the younger companies, particu- 
larly those who are using 314% as an 
interest basis for reserves.” ~ 

Manipulation of the stock of life in- 
surance companies was scored by the 
president. He called stock jobbery in 
life insurance a sacrilege. 

Among other statements of special in- 
terest made by President Ayres was that 
there was a-probable increasing mortal- 
ity trend. 


Common Stock Theme Discussed 
The question whether life insurance 
companies should invest in common 
stocks, which has been very much to 
the front recently, was given a promi- 
(Continued on Page 4) 
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OWLS and 
UNDERWRITERS 











Bu have reputations for considerable sagacity. 
The owl, however, is silent most of the time and 
when he speaks it is only to ask questions. 


While some underwriters are successful along the same 
line, most of them must tell their prospects something 
worthy in order to sell them protection. 


The owl, whose questions are never answered, has never 
had anyone to whom he could really go for information. 
Consequently, his sagacity isa myth. This accounts for his 
being continually up a tree. 


But the Life Underwriter knows he can always consult— * 




















—Organized Service— 


THE KEANE-PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 
LEYENDECKER BRANCH JOHN STREET BRANCH BRONX DIVISION 
225 Broadway 60 John Street 566 Courtlandt Avenue 


Telephone: Barclay 3670 Telephone: John 4107 Telephone: Melrose 2225 
























1929 


ahh 























October 18, 1929 





Page 3 











Metropolitan’s Disability Contract and Rates 


First Disability Form To Be Drawn and Rates Adopted In Accordance With the 
New Standard Provisions Required By New York and Other States, Is Issued By 
The Metropolitan Life; Phraseology Not Final But Subject To Adjustments As May 
Be Required By States; Company All Set To Issue Policy January First. 


The Metropolitan Life has prepared a supplementary disability policy and 
adopted rates to apply to the disability provision in connection with all forms of 
its life policies. This is the first form to be drawn to meet the new standard 
Disability provisions adopted by the Insurance Commissioners and required by 
New York and other states. The Metropolitan Life plans to issue the new supple- 
mentary contracts January 1. 


It is expected that this Metropolitan Life policy will have a considerable influ- 
ence in setting the conditions and form of the disability contracts issued by other 
companies to meet the standard disability provisions, because Actuary James D. 
Craig of the Metropolitan was chairman of the committee of company actuaries 


which with the committee of Insurance Department actuaries drafted the standard 
provisions. Mr. Craig explains that the phraseology of the disability form which 
the Metropolitan proposes to issue after January 1, is not final but is subject to 
adjustments to suit the requirements of states. It has been tentatively approved 
by the New York Insurance Department, however, and little difficulty or adjust- 
ment is looked for in getting the approval of the various departments. 


The Metropolitan policy does not contain a prorating clause, one of the points 
that was left optional in the actuaries’ report. The Metropolitan’s new disability 
policy may be read in conjunction with the new standrad provisions as adopted by 
the commissioners and reproduced in The Eastern Underwriter May 24. 





TOTAL AND PERMANENT DISABILITY 
WAIVER OF PREMIUMS AND PAYMENT 
OF MONTHLY INCOME 


Supplementary Contract Attached to and Made Part of Life Insurance Policy 
| re: PUM OEE RING UMNO ON eis caictnk se ste re Rn Sine ate BGA on de vO Uae a OO 


METROPOLITAN LIFE INSURANCE COMPANY 


IN CONSIDERATION of the application for this Contract, as contained in the 


application for said Policy, the latter being the basis for the issuance hereof, and 
in consideration of............. MOUS ANG. a6 sac cccsen < CONUS: PAVADIC, 6.6 - ocicwesas 
as an additional premium herefor, such payment being simultaneous with, and under 


the same conditions as, the regular premium under the said Policy, except as 
hereinafter provided. 


HEREBY AGREES, that upon receipt by the Company at its Home Office 


ANNUAL PREMIUM RATES AS OF JANUARY 1, 1930 
BASIS OF $1,000.00 OF INSURANCE EXCEPT WHOLE LIFE $5,000.00 











in the City of New York of due proof, on forms which will be furnished by the 
Company, on request, that the insured has, while said Policy and this Supple- 
mentary Contract are in full force and prior to the anniversary date of said Policy 
nearest to the sixtieth birthday of the insured, become totally disabled, as. the 
result of bodily injury or disease occurring after the issuance of said Policy, so 
as to be prevented thereby from engaging in any business or occupation and per- 
forming any work for compensation or profit, and that such disability has already 
continued uninterruptedly for a period of at least four months, (such disability of 
such duration being deemed to be permanent), the Company during the continu- 
ance of such disability, will 
1. Waive the payment of each premium under said Policy and this Sup- 
plementary Contract beginning with the premium, the due date of which 
next succeeds the date of commencement of such disability, provided, 
(Continued on Page 7) 


ANNUAL PREMIUM RATES AS OF JANUARY 1, 1930 


BASIS OF $1,000.00 OF INSURANCE 














(36.408 Wane ) End. at 85 10-Pay. Life 15-Pay. Life 20-Pay. Life 10-Year End. 15-Year End. 20-Year End. End. at 60 *End. at 65 
Without _ Without Without Without Without Without Without Without Without Without 

Age Dis. Dis. Dis. Dis. Dis. Dis. Dis. Eis --Die. Hie Age Dis. Dis. Dis. Dis. Dis. Dis. Dis. Dis. Dis. _ Dis. 
15 $65.60 $12.65 $14.67 $2.56 $36.21 $5.33 $26.92 $4.05 $22.37 $3.43 15 $96.03 $2.11 $60.95 $2.07 $43.82 $2.07 $18.15 $2.56 $16.69 $2.66 
16 66.80 12.95 14.96 2.61 36.73 5.42 27.30 412 22.70 3.48 16 96.07 2.18 60.99 2.13 43.88 212 18.63 2.62 17.08 2.73 
W 68.10 13.25 15.25 2.67 37.26 5.50 27.70 418 23.04 3.53 17 96.12 2.25 61.06 2.19 43.94 2.18 19.15 2.68 17.50 2.79 
% 69.50..18.55 1556 2.74 $7.82 559 28.12 424 2839 . 358 18 06.17 232. G14E 224 4400. 22 1907 274 172 2 
19 70.95 18.85 15.88 2.80 38.40 5.67 28.56 4.30 23.76 3.64 19 9622 2.88 6117 2.30 4407 2.30 20.24 2.81 18.39 - 2.98 
2 672.45 14.15 1622 286 39.00 5.74 29.02 436 2414 3.68 20 96.28 2.44 61.28 2.35 4414 2.385 2084 2.87 18.87 3.00 
21 674.00 14.45 1658 2.92 39.63 581 29.49 441 2455 3.78 21 96.34 2.49 61.30 2.40 44.21 241 2149 2.94 19.39 3.07 
2 8675.70 14.75 1695 2.99 4027 588 29.98 446 24.95 3.77 22 96.41 2.54 61.37 2.46 4430 2.47 22.16 3.00 19.93 3.15 
2% 8677.45 -15.10 17.35 3.05 40.94 5.94 3048 451 25.38 3.82 23 96.47 2.59 61.45 2.51 44.38 2.53 22.88 3.07 20.50 3.22 
4 679.30 615.40 17.76 3.12 41.64 600 31.00 455 25.83 3.86 24 96.54 2.63 61.53 2.56 4448 2.60 23.65 3.14 21.12 3.30 
% 81.15 15.75 18.19 3.19 42.35 6.05 31.55 4.60 2629 3.90 25 96.61 2.68 61.60 2.62 4456 2.67 2446 3.21 21.75 3.38 
26 83.20 16.10 18.64 3.26 43.11 611 32.12 4.64 26.77 3.94 26 96.69 2.73 61.70 2.68 44.67 2.75 25.33 3.28 22.43 3.46 
7 85.35 16.45 19.12 334 4389 6.16 32.71 4.68 27.28 3.98 27 96.77 2.78 61.79 2.74 44.79 2.88 26.26 3.386 23.15 3.55 
% 87.55 1685 19.63 3.42 44.68 6.21 33.32 4.73 27.80. 4.02 28 96.87 2.83 61.90 2.81 44.90 2.92 27.25 344 23.92 3.65 
2% 89.90 17.25 20.15 350 45.52 625 33.96 4.77 28.38 4.06 29 96.96 2.89 62.01 2.89 45.03 3.02 28.31 3.52 24.74 3.75 
3% §©92.40 17.65 20.72 3.59 46.39 630 34.62 481 2890 4.11 30 97.07 2.95 62.13 2.98 45.18 3.12 29.45 3.61 25.60 3.85 
$195.05 18.10 21.31 3.68 47.29 6.35 35.31 485 29.50 4.15 31 97.17 3.03 62.26 3.08 45.34 3.24 3068 3.71 26.53 3.96 
2 97.75 18.60 21.93 3.78 48.23 6.39 36.02 4.90 3011 4.19 32 97.30 3.11 62.40 3.18 45.51 3.37 32.00 3.81 27.52 4.08 
az 100.65 19.10 22.58 3.88 4919 644 36.76 494 30.75 4.24 33 97.42 321 62.55 3.30 45.68 3.50 33.43 3.91 28.58 4.20 
103.75 19.60 2827 3.99 5020 648 37.54 499 31.42 4.30 34 97.56 3.31 62.72 3.43 45.90 3.66 34.97 4.03 29.71 4.34 
: 107.00 20.20 24.00 4.10 51.25 653 38.35 5.03 3213 4.35 35 97.71 3.438 62.90 3.57 4612 382 3664 415 30.93 4.48 
"7 110.45 20.75 24.79 428 52.33 6.57 39.19 5.08 3287 4.40 36 97.88 3.56 63.10 3.72 4637 400 38.47 427 32.23 4.63 
4 114.05 21.40 25.61 4.35 53.46 6.61 40.06 5.18 33.62 4.46 37 98.05 3.71 63.31 3.89 4664 419 4044 441 33.64 4.80 
9 117.95 22.05 26.47 4.49 5463 6.65 40.98 5.17 34.48 4.52 38 98.24 3.87 63.55 4.08 46.94 4.40 42.63 4.55 35.16 4.98 
122.00 22.75 27.39 4.64 55.84 6.68 41.93 522 35.28 4.58 39 98.45 4.04 63.82 4.27 47.27 4.62 45.02 4.71 36.79 5.16 
7 126.30 23.45 28.37 4.79 57.11 6.71 42.93 5.27 36.18 4.64 40 98.69 4.23 64.10 4.49 47.65 4.87 47.65 487 38.57 5.37 
e 130.95 24.25 29.41 4.95 58.42 6.73 43.98 5.31 37.11 4.82 41 98.94 444 64.44 4.72 48.06 5.06 50.57 5.04 40.51 °5.58 
3 185.75 25.05 30.51 5.12 59.79 6.75 45.07 5.86 38.10 5.01 42 99.23 466 64.80 4.97 48.52 5.25 53.80 5.22 42.61 5.82 
u 141.00 25.90 31.68 5.30 61.21 6.77 4620 5.40 39.14 5.21 43 99.53 4.90 65.19 5.24 49.02 5.45 57.42 5.42 4492 6.07 
’ 146.50 26.80 32.94 5.49 62.69 6.77 47.41 5.44 40.25 5.42 44 99.89 5.16 65.65 5.53 49.60 5.66 61.51 5.62 47.45 6.35 
6 152.40 27.75 34.27 5.69 6424 6.77 48.67 5.48 41.42 5.63 45 100.28 5.43 66.15 5.84 50.23 5.88 66.15 5.84 50.23 6.65 
" 158.60 28.75 35.68 5.90 65.85 6.76 50.00 5.73 42.64 5.86 46 100.72 5.73 66.70 611 50.92 6.11 71.48 6.08 53.30 6.98 
& 165.30 29.85 37.19 6.12 67.53 6.74 51.39 5.99 43.96 6.10 47 101.21 6.06 67.383 6388 51.71 6.34 177.54 633 56.72 1.35 
9 172.40 30.95 38.81 635 6929 6.70 5286 626 45.35 6.35 48 101.75 6.41 68.02 666 52.58 659 8463 6.60 60.53 7.76 
179.95 $2.15 40.53 6.61 71.11 6.66 54.41 6.55 4683 6.61 49 102.35 6.79 68.79 6.96 58.54 684 93.00 690 6481 8.22 
: 188.05 33.40 42.36 6.87 73.02 6.60 56.05 6.85 48.40 6.88 50 108.03 7.21 69.64 727 54.61 7.11 108.038 7.21 69.64 8.74 
32 196.65 34.75 4488 7.15 75.02 7.00 57.77 7.16 50.08 7.18 51 103.77 7.66 70.58 7.58. 55.79 7.40 115.23 7.56 75.14 9.35 
33 205.80 36.15 46.41 7.46 77.09 7.40 59.59 7.49 51.87 7.49 52 10459 8.11 71.62 7.92 57.08 7.70 130.44 7.95 81.45 10.07 
3 215.60 37.65 48.65 7.78 79.26 7.80 61.51 17.85 53.76 7.82 53 105.50 8.54 72.78 8.26 58.52 8.02 149.90 8.38 88.77 10.94 
55 226.05 39.30 51.04 812 81.53 822 6354 821 55.81 8.05 54 106.51 8.99 74.06 8.62 60.10 8.36 175.78 887 97.37 12.05 
237.20 41.05 53.58 8.49 83.90 8.66 65.69 8.61 57.98 8.54 55 107.61 9.438 75.46 9.01 61.84 8.72 211.83 9.44 107.61 13.51 


*SPECIAL DISABILITY BENEFIT ON ENDOWMENT AT 65 
Disability Before Age 60.—Waiver of all future premiums and life annuity of $10.00 per month. 
Disability Between Ages 60 and 65.—Waiver of all future premiums and temporary annuity of $10.00 
per month ceasing at maturity. 
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Am. Life Convention 


(Continued from Page 1) 


nent place in the discussions with several 
papers bearing directly or indirectly on 
the matter. A speaker from outside the 
business, R. H. Loomis of Boston, made 
a strong argument for inclusion of com- 
mon stocks in the portfolio of a life com- 
pany. He said that an insurance com- 
pany restricting itself to fixed obliga- 
tions cannot assure the policyholder that 
the beneficiary will have full value of 
the amount he is sacrificing for their in- 
terest because of the uncertainty of the 
future purchasing power of the proceeds. 
He said further that a fundamental 
change has taken place with the adop- 
tion of the scientific attitude toward 
business. Research also has made it pos- 
sible to judge trends, he said, and to 
appraise industries. 

H. B. Arnold, president of the Midland 
Mutual Life of Columbus, presented a 
paper on “Investment of Policyholders’ 
Legal Reserve Funds,” which covered 
the whole subject with great thorough- 
ness, his paper containing lengthy ad- 
denda, side references, bibliography and 
charts. Mr. Arnold presented the argu- 
ments on both sides of the subject of 
common stock investments, his conclu- 
sions being that the evidence was on the 
side of the more conservative policy. 

“Investments in common stocks,” said 
Mr. Arnold, “while causing the greatest 
discussion, also present the most difficult 
problems. Competition between the com- 
panies is keen. It is our desire tu se- 
cure the best results for policyholders 
consistent with safety, but if companies 
could show large investment profits from 
common stocks, they naturally would 
claim an advantage which they would 
exploit. On the other hand, if the stock 
investments of these companies should 
show serious losses or if investment prof- 
its should not be continuous, they at 
some time would be at a disadvantage. 
It is as legitimate for a company and 
its agents to criticize the practices of a 
competitor which may be doing some- 
thing which they regard as detrimental 
to policyholders’ interests, as it is for the 
competitor to claim the advantage of any 
practice it may follow. In the long run 
the companies which show the best re- 
sults from conservative and economical 
management will be the ones to survive 
all storms.” 


The subject of disability insurance 
which is right now perhaps the most 
keenly discussed subject in life insurance, 
will be presented today by Dr. H. W. 
Dingman, vice-president of the Conti- 
nental Assurance of Chicago, and it is 
expected that the subject will be covered 
with great thoroughness. The legal as- 
pects of disability were on the legal sec- 
tion program with a paper by J. W. Kin- 
singer, general counsel, Midwest Life. 
Lincoln, on the judicial interpretation of 
total and permanent disability. 

The agency section, meeting yesterday, 
had several highly informative papers on 
the problems of the agency department 
with discussion of the papers by other 
speakers. The home office management 
section with Roy M. Jones presiding 
met Wednesday and the financial sec- 
tion with Robert J. Merrill in the chair 
gathered that evening. 





PHIFER GOES TO TENNESSEE 





Former Newark Assistant Secretary of 
‘Sun Life Becomes Acting Division 
Secretary at Nashville 


George E. Phifer, who has been assis- 
tant secretary at the Newark office of 
the Sun Life of Canada, has been made 
acting division secretary of the new 
branch of the company which will be 
opened at Nashville, Tenn., the first of 
two branch offices which -will be estab- 
lished in that state, the other office to 
be opened at a later date at Memphis. 





SERVICE ... FIRST, LAST, AND LASTING 





the business. 


SERVICE MEANS ACTION 





LANE LOGIC 


No. 2 of a Series 


\ ] E are not only proud of the way our Home Office expedites our 

business, but proud of the way our own force handles it. 
Agency Cashier and his assistants have all had either Home Office 
or Agency Office experience over a period of years. They understand 
They appreciate the “slogans” which make up a border 
in our advertising. These slogans are a direct challenge to us all to 
deliver the SPEED which we promise and to which we believe you are 
entitled. Are you from Missouri? 


THE LANE AGENCY 


HOME LIFE INSURANCE COMPANY | ASHLAND 
212 Fifth Avenue 
NEW YORK CITY 


Our 






TELEPHONE 


qasagads SNVAW AOIAdgaS 


7162 











SERVICE IS JUST A HABIT AT THE LANE AGENCY 











PACIFIC MUTUAL NEW STOCK 





Offers One Share At $50 For Every Ten 
Shares Now Held; To Double Cap- 
ital In Ten Years 
The Pacific Mutual Life, in accordance 
with its plan to double its capital stock 
during a ten year period, has announced 
that it will continue its plan of offering 
one share at $50 for every ten shares 
now held. A letter sent to stockholders 
by President George I. Cochrane reads: 
“As previously announced, the com- 
pany purposes (subject to the approval 
of the commissioner of insurance, direc- 
tors and stockholders) to double its capi- 
tal stock covering a period of about ten 

years, adding one-tenth each year. 

“The first increase was paid for and 
issued as of October 1, this year. This 
added $400,000 to capital and $1,600,000 
to surplus. 

“Next increase of 44,000 shares will be 
offered to you for your approval at the 


annual meeting in February, 1930, and 
will be ready for issue in April, 1930, 
at the rate of one share in ten at the 
price of $50 per share. 

“Each year thereafter until the ten 
year period is completed you will be 
asked your approval at each annual 
meeting, in February each year.” 





P. J. OOCONNOR HONORED 


P. J. O’Connor, assistant secretary and 
manager of the claim department of the 
Missouri State Life, was elected a mem- 
ber of the executive committee of the 
International Claim Association which 
recently held its annual convention in 
Hot Springs, Va. 





LEADS IN ORDINARY INCREASE 

Superintendent L. S. Greenberg of 
Brooklyn District No. 8 of The Pruden- 
tial leads the entire field of superinten- 
dents for ordinary increase, proportion- 
ate per man to September 16. 








New Convertible to 65 
Contract 


Policy provides low cost insurance during the 


entire productive period. 


It is convertible up to 


age 65. A guaranteed annual cash credit perma- 
nently reduces the cost of the new insurance. 
Unusual options give it the flexibility necessary to 
meet any change in the needs of the individual. 


Rate booklet and sales instructions upon request. 
Apply to the local agency or to 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion 


in Force 





Keon’s Neat Idea Of 
Bachelor’s Life Cover 





THE FINANCIAL RESPONSIBILITY 





State Should Make Them Take $6,00 
Insurance if They Haven’t 


$5,000 Assets 





Joseph J. Keon of the Travelers of 
New York, one of the best known 
agents in town, had a unique letter in 
the New York “Times” Sunday in which 
he said that the financial responsibility 
of bachelors about to embark on mar- 
riage should be assured by the posses- 
sion of a life insurance policy. He 
thought financial responsibility for 
bachelors should be as important as for 
automobile owners. The state should see 
to this, he says. His letter follows: 


“A law recently was enacted in New 
York state which is known as the finan- 
cial responsibility law. This became ef- 
fective September 1 of this year and 
provides that one who takes unon him- 
self the responsibility of an automobile 
is required by law to be financially re- 
sponsible to a minimum of $5,000. This 
has been endorsed by the general public. 

It does seem strange that the state 
while requiring a man to show financial 
responsibility of at least $5,000 when he 
acquires an automobile, at the same time 
has no concern or thought in allowing 
that same young man to acquire a wife 
and family without giving any evidence 
of financial responsibility whatever. 

The financial responsibility law _pro- 
vides for accidents to automobiles, and 
does it not seem logical to provide for 
accidents to families? Would it be un- 
reasonable if when a man applies fora 
marriage license he should be required 
to show he has assets of at least $5,000, 
or, failing that, he produce a life insur- 
ance policy of at least $6,000? 

“The law provides if a husband de- 
serts his wife and children and. refuses 
to support them he can be punished by 
fine and imprisonment. There is no law, 
however, that can prevent the same man 
from being too selfish to make provision 
so that their support and maintenance 
do not devolve on others if he dies.” 


ATTENTION: BACHELOR AGENTS 


“The Emancipator” of the Lincoln Ne 
tional Life advises the life insurance 
agent who isn’t married to get married 
at once. In tabulations recently mate 
of million dollar producers, almost 2 
of them were found to be married. Per 
haps first because family responsibilities 
fit them for advising others on family 
protection and investments. Secondly. 
because a real helpmate, as Vice-Pres 
dent Walter Shepard of the Lincoln puts 
it, is the biggest single factor in a sales 
man’s success. 








RAIL-SPLITTER CLUB OFFICERS 


The new officers of the Rail-Splitte 
Club of the Abraham Lincoln Life 0 
Springfield, Ill., selected through recor 
of volume of business, are as follows: 
Carl Ritzert, Chicago, president of the 
life insurance division; J. J. Sheehy 
Utica, Ill, vice-president; Robert N 
Sine, Springfield, president of the act 
dent and health division; R. G. B. Me 
Kee, St. Louis, first vice-president, am 
A. Zatlin, Gary, Ind., second vice-pres" 
dent. 





CARBON MONOXIDE GAS 


One indication of the life saving me* 
ures which have been inaugurated sinc‘ 
the John Hancock Mutual Life began I 
campaign on- carbon monoxide gas. § 
the recent announcement by the Publt 
Service Commission at Albany that. 
buses must refrain from using the mold! 
exhaust as a means of heating, since . 
use of such method exposes passengt® 
to the peril of poisoning from carbo 
monoxide gas. 
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Life Agency Officers 
And Bureau Meeting 


ILITY SYKES AND FULTON CHAIRMEN 








$6,000 To Hold Joint Gathering in Chicago Oc- 
: tober 29-31 With Sales Research 





Bureau 
lers of The annual fall meeting of the Life 
known Jnsurance Sales Research Bureau and 


the Association of Life Agency Officers 
: will be held at the Edgewater Beach Ho- 
| which tel, Chicago, October 29, 30 and 31. Frank 


tter in 


sibility H. Sykes, vice-president of the Fidelity 
n mar- Mutual, will preside at three of the ses- 
osses- sions and James A. Fulton, agency vice- 
, president of the Home Life, will preside 
y. He during the remainder of this joint meet- 
‘y for ing. This meeting will mark the eighth 
t as for time that, these two organizations have 
suld see met together to stimulate friendly co- 
operation between companies, to review 
ae and discuss the bureau’s completed work 
in New for the year, and to suggest new studies 
e finan- to be investigated. : 
ame ef- Many distinguished speakers will ad- 
ear and dress the meetings, including Glenn S. 
on him- Griswold, editor of the Chicago Journal 
tomobile of Commerce; Roger B. Hull, managing 
ially re- director of the National Association; Dr. 


0. This S. S. Huebner; M. A. Linton, vice-presi- 
1 public HF dent of the Provident Mutual, and L. B. 
he state Hendershot of the bureau. Vice-Presi- 
financial dent K. A. Luther of the Aetna; Vice- 
when he President Frank Jones of the Equitable 


me time Society, and Superintendent of Agencies 
allowing HH. W. Manning of the Home Life will 
e a wife each give their conception of problems 
evidence they find in their own companies with 
ver. emphasis on fundamental principles rath- 
aw pro- er than methods. Henry E. Niles, as- 
iles, and sistant manager of the bureau, will give 
wvide for the results of the bureau’s study on 
it be un- “Early Production of Agents as a Guide 
ies for a to Success,” and also a renort on “Agen- 
required cy Production and Man Power.” 

st $5,000, 





ife insut- 
J 


ASS’N PLANS ALL-DAY MEETING 





onl “Seminar” at Hotel Astor November 12 


nished by to Feature Practical Sales Problems; 


law Arthur Loasby to Speak ; 

. ee a“ In connection with the next meeting 
_ bm of the Life Underwriters Association of 
siete = New York, to be held November 12, 
re there will be held at the Hotel . Astor 


an all-day sales meeting which — 
J. C. McNamara has aptly called a 
AGENTS “seminar.” 


ncoln Na Following the day sessions, the regu- 
insurance lar monthly underwriters’ dinner will be 
t marie held, and will be honored by the pres- 
itly mast ence of the chairman of the board of 


almost al the Equitable Trust of New York, Ar- 


‘ied. p8 thur W. Loasby, who will speak on 
onsibie “Characteristics of New York Estates. 
S i At the morning session of the “Semi- 
Secondly. 


a Presi nar,” five well known educators, John 
fice-F re A. Stevenson, Ralph Engelsman, Leon 





ncoln we . Simon, Horace H. Wilson and James 

in a Sa Elton Bragg, will give the agents sam- 
ples of the secrets which have helped 
hundreds of men to success. The after- 

*FICERS noon will be given over to an open forum 

ail Split discussion of selling plans. 

In Life ° 

ugh. recat A. E. PATTERSON GAINS 

is follows: For the seventh consecutive month the 

ent of the Alexander E. Patterson agency of the 

J. Shell MF Penn Mutual Life in Chicago has pro- 


Robert \ duced in excess of $1,000,000. Septem- 
f the a ber closed with $1,247,570, an increase 
G. B. er Over the same month last year of $911,- 
sident, at” ). For the nine months of 1929 their 
vice-pre paid business amounted to $11,211,278, an 

Merease of $5,344,726 or 91% over the 

Same period of last year. For the past 
GAS. twelve months the agency’s paid busi- 


ying mea hess has been $14,109,958, as compared 
rated sine with $6,485,327 for the previous twelve 
fe began ils i an increase of $7,624,631 or 
ide gas : 8%. 








JOHN HANCOCK INVESTMENTS 
Third-quarter 1929 reports by the John 
ancock Mutual Life show total accep- 
tances of farm mortgage and city mort- 
586, loans of $32,043,370.08, to yield 
" 0. é 
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INSURANCE. 


~ STOCK 
PURCHASES 


made at present low prices 
should soon return excel- 
lent profits. Increased 
earnings in both under- 
writing and investment 
departments are resulting 
in larger actual values back 
ot the stocks of good in- 
surance companies, and 
these increasing values must 
eventually be reftected in 
higher prices for the securt- 
ties of insurance companies. 
At the present time when 
values are high and prices 
are low, our advice is to 


BUY 
INSURANCE 
STOCKS 


Perez F. Huff Co., Inc. 


Members Unlisted Securities Dealers’ Association 
Members of the Association of Bank Stock Dealers 


75 Maren Lanz, New Yorx 
Telephone Beekman 6480 
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Connecticut General 
Reduces Stock Par to $10 


INCREASE CAPITAL BY $1,000,000 





Stockholders Will Have Right to Sub- 
scribe For New Stock; Present Divi- 
dend Rate to Be Maintained 
The directors of the Connecticut Gen- 
eral have recommended a split-up of the 
stock of the company, the par value of 
shares to be reduced from $100 to $10 
and capital of the company to be in- 
creased from $2,000,000 to $3,000,000 as 
of December 21. Stockholders will have 
the right to subscribe for new stock at 

$10 par. 

President Robert W. Huntington, in 
announcing the calling of the special 
meeting and the purposes, stated that it 
is the expectation of the directors that 
the present regular dividend rate of 12% 
will be maintained with the new capital- 
ization. In addition to the regular divi- 
dend extras of 4% have been paid in 
recent years. 

When the financial district learned of 
the action last week stock was immedi- 
ately withdrawn. Bids of $2,350 were 
heard for the stock, which was an ad- 
vance of sixty points. .Rights on the 
basis of proposed $10 par were quoted 
at $75. The ratio of the increase is one 
new Share for every two held. 

Connecticut General stock has long 
maintained the position of being the 
highest priced stock on the Hartford 
list. This is due to the small capital 
of the company, the excellent condition 
of its surplus and reserves, wherein val- 
ues to stockholders repose. The com- 
pany’s excellent volume of business and 
consistent growth has also been a mar- 
ket factor. The company today has $1,- 
136,000,000 of life insurance in force. The 
increase in amount in force ’so far this 
year is $77,000,000, comparing favorably 
with the corresponding period a year ago. 

As of December 31, last, Connecticut 
General reported surplus of $7,288,470, 
compared with $6,210,327 the year pre- 
vious. The net reserves amounted to 
$93,616,566, compared with $81,327,944 as 
of December 31, 1928. In addition the 
company’s statement revealed other re- 
serves and contingency funds. 

Connecticut General’s last statement 
disclosed interest and rent income to 
the amount of $5,298,722, dividends paid 
to stockholders amounted to $320,000. 

The last capital increase in Connecti- 
cut General was in 1924, and the previ- 
ous increase was in 1922. 





TO LEAVE PHOENIX MUTUAL 





George W. Ayars, Los Angeles, to An- 
nounce New Connection Later; First 
Vice-President of National Ass’n 
George W. Ayars, first vice-president 
of the National Association of Life Un- 
derwriters will leave his post with the 
Phoenix Mutual as supervisor in Califor- 
nia as soon as he can be relieved of his 
duties, in order that he mav be free to 
consider other offers. His headquarters 

are in Los Angeles. 

Last year Mr. Ayars had charge of the 
membership campaign of the National 
Association and under his leadership the 
Association membership reached the 
highest peak in its history. . 

Mr. Ayars is well and favorably known 
in insurance circles throughout the en- 
tire country. 





HART AND COFFIN AT ALBANY 


Hugh D. Hart, vice-president of the 
Penn Mutual, and Vincent B. Coffin, di- 
rector of education of that company, 
were in Albany late last week, where 
Mr. Coffin is holding a_ three-day 
Agency School. 

Mr. Hart was the luncheon guest of 
the Albany Rotarians on Thursday, and 
discussed modern tendencies in business. 

Mr. Coffin was a dinner guest of the 
Albany Life Underwriters’ Association 
on the same day, and his subject was 
“Worms.” 
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METROPOLITAN LIFE INSURANCE COMPANY 





HE warning signs, “Stop, Look and 
Listen”, have become merely a part of 
the roadside landscape to many an auto 

mobile driver. Heedlessly he passes ten, 
twenty—perhaps fifty of them—safely. At 
the fifty-first comes the crash. 


Last year 8,383 persons were killed outright 
or injured in automobile accidents at grade 
crossings in the United States. There are 
about 235,000 grade crossings in the country; 
more than 93% of them are unprotected. 


With millions of new automobiles on the 
roads each year, accidents at grade crossings 
are increasing at an alarming rate, for the 
reason that most of the States have no or- 
ganized program for protecting motor traffic 
which must cross railroad tracks. 


New York, under wise leadership, has shown 
how to solve the problem. Before the Empire 
State adopted her present plan, but 10 cross- 
ings a year, on an average, were done away 
with. This year, the first in which the rail- 
roads, the State and communities have co- 
operated—the railroads paying 50% of the 
cost, the State 49% and communities 1%— 
85 death-traps are marked for immediate re- 
moval. Next year New York hopes to 
eliminate 150 more of its worst danger spots. 


FREDERICK H. ECKER, PRESIDENT 














© 1929 M. L. I. CO. 


Other States are becoming aroused to this 
terrible and needless destruction of life and 
property and are taking steps to prevent it. 
Canada, too, is taking action. 


It will require many years to complete the 
work. It is estimated that it will ultimately 
cost twelve billions of dollars. But what 
railroads and States and communities ought 
to do is to begin at once with those grade 


crossings which should be abolished first. 


Grade crossings are dangerous not only 
to automobilists and pedestrians, but to 
people who are traveling on trains. The first 
section of a limited train struck an automo 
bile and killed two persons. The train stopped 
and the second section plunged into it, killing 
thirty-two passengers in the first section. 


Wherever the law provides facilities for elim- 
inating grade crossings, citizens should see 
that public officials perform their duty and 
abolish these death traps. Wherever the laws 
must be amended, people should meet the 
issue squarely and urge prompt action by 
legislative bodies. 


There is danger at every grade crossing. Get 
rid of them. Copy of New York’s program 
mailed free on request. Address, Depart- 
ment 10 EU 9. 


ONE MapIson Ave., New York, N. Y. 
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Metropolitan’s Disability Contract 


(Continued from Page 3) 


however, that no premium shall be waived, the due date of which is more 
than one year prior to the date of receipt at the Home Office of the 
Company of written notice of claim hereunder; and 

2. Pay to the insured, or if such disability is due to or is accompanied by 
by mental incapacity, to the beneficiary of record under said Policy, a 
monthly income of $10 for each $1,000 of insurance or of commuted value 
of instalments, if any, under said Policy, such monthly income to be paid 
for each completed month of such continuous disability beginning with 
the fourth such month, provided, however, that in no case shall any such 
monthly income be paid for the first three months of disability nor for 
any fractional part of a month of disability, nor for any period of dis- 
ability more than one year prior to the date of receipt at the Home 
Office of the Company of written notice of claim hereunder. 

In case any premium on said Policy and this Supplementary Contract is in 
default before receipt at the Home Office of the Company of written notice of 
claim hereunder, waiver of premium and payment of monthly income hereunder 
shall be made only if 

(a) The total disability for which claim is made commenced prior to the due 
date of the first premium in default, and 

(b) The written notice of claim hereunder is received at the Home Office 
within one year of the due date of such premium, provided, however, that if the 
date of commencement of the disability for which claim is made is subsequent to 
the due date of the first unpaid premium on said Policy but within the grace 
period allowed by said Policy for payment of such premium and written notice 
of claim hereunder is received at the Home Office within thirteen months from 
the due date of such premium in default, the claim shall not be invalid by reason 
of such non-payment of premium, but if the claim is otherwise valid, it shall be 
allowed and the insured shall be liable to the Company for such premium in de- 
fault with interest at six per centum per annum, which amount may be deducted 
from any payments due the insured under the Policy or hereunder. 

The waiver of premiums and monthly income payments herein provided shall 
be in addition to all other benefits (including participation in distribution of sur- 
plus) under said Policy, provided, however, that, if there be indebtedness to the 
Company under said Policy, the interest on such indebtedness shall, if not other- 
wise paid, be deducted from said monthly income payments. Monthly income pay- 
ments shall not be subject to commutation. 

Written notice of claim hereunder must be presented to and received at the 
Home Office of the Company (a) during the lifetime of the insured and (b) during 
the continuance of total disability, otherwise the claim shall be invalid; pro- 
vided, however, that failure to give such notice within such times shall. not invali- 
date any such claim if it shall be shown that it was not reasonably possible to 
give such notice within such times, and that such notice was given as soon as was 
reasonably possible. 

Notwithstanding that proof of disability may have been accepted by the Com- 

pany as satisfactory, the insured shall at any time, on demand from the Company, 
furnish due proof of the continuance of such disability, but after such disability 
shall have continued for two full years the Company will not demand such proof 
more often than once in each subsequent year. If the insured shall fail to furnish 
such proof, or if the insured shall become able to perform any work or engage in 
any business or occupation whatsoever for compensation or profit, the monthly in- 
come herein provided shall immediately cease as of the end of the last completed 
month of total disability, and all premiums thereafter falling due shall be payable 
according to the terms of said Policy and of this Supplementary Contract. 
_ The disability benefit herein provided shall not be payable if, at the date of 
disability, the said Policy shall be in force by virtue of any non-forfeiture pro- 
visions thereof, or if disability shall have resulted from bodily injuries sustained 
by the insured while participating in aviation or aeronautics, except as a fare-paying 
passenger on a licensed plane operated by a licensed pilot, or sustained while the 
insured is in the Military or Naval Service in time of war. 

The insurance under this Supplementary Contract shall be suspended while 
the Insured is in the Military or Naval Service in time of war, in which event 
that portion of the additional premium unearned during the period of such sus- 
pense shall be refunded. 

If premiums continue to be payable under the terms of said Policy after the 


anniversary of said Policy nearest to the sixtieth birthday of the insured, this 
Supplementary Contract shall, nevertheless, terminate and be of no further force 
or effect and the additional premium on account hereof shall cease to be payable, 
both rs the anniversary of said Policy nearest to the sixtieth birthday of the 
insured. 

This Supplementary Contract may be canceled by the insured on the due date 
of any premium or instalment thereof, by written request to the Company, together 
with the return of said Policy and this Supplementary Contract to the Company 
and the endorsement of such cancelation hereon. 

This Supplementary Contract shall. automatically terminate and be of no fur- 
ther force or effect if any premium on said Policy, or on this Supplementary 
Contract, shall remain unpaid at the end of the period of grace allowed under said 
Policy for payment of premium thereunder or if said Policy be surrendered or 
converted under one of its non-forfeiture provisions or otherwise terminated. 

Whenever this Supplementary Contract shall be canceled or otherwise ter- 
minated, the additional premium shall no longer be payable. 

This Supplementary Contract shall be deemed to be a part of the above num- 
bered Policy and the provisions of said Policy concerning declarations and repre- 
sentations by the insured, restrictions, payment of premiums, change of bene- 
ficiary, and assignment, are hereby referred to and by such reference made a part 
hereof. No other provisions of said Policy shall be held or deemed to be a part 
hereof, except 

(a) The provision of the said Policy as to incontestability shall apply hereto, 
but shall not preclude the Company from requiring as a condition to recovery 
hereunder, due proof of such total and permanent disability as entitles him to the 
benefits hereof. 

(b) The provision of said Policy as to reinstatement shall apply hereto 
except that this Supplementary Contract shall not be reinstated unless said Policy 
is in force and no premium is in default thereon, or unless said Policy is reinstated 
at the time of reinstatement of this Supplementary Contract. 

No change in, addition to, waiver or permit, under this Supplementary Con- 
tract, shall be valid unless endorsed hereon and signed by an executive officer of 
the Company. 

In Witness Whereof the Metropolitan Life Insurance Company Has Caused 
This Supplementary Contract to Be Executed This.......... D 

W. C. Fletcher, Secretary. 





McLAIN THRIFT CHAIRMAN 


James A. McLain, superintendent of 
agencies of the Guardian Life, has been 


NOW WRIGHT AGENCY MEMBER 
William H. Baldwin is now an asso- 
ciate member of the Stanford Wright 


made chairman of the Life Insurance 
Division for National Thrift Week in 
January. He is now working on an ex- 
tensive program of activity. 


Agency of the Penn Mutual Life in Bos- 
ton. Mr. Baldwin was formerly with 
Warner, Tucker & Co., Boston invest- 
ment bankers. 





“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a Universal Tongue” 





New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 














Cathles, Barry, In Near Train 
Accident on Way to American 
Life Convention Meeting 


Cincinnati, Oct. 15—A Big Four train 
carrying L. M. Cathles, president of the 
North American Reassurance of New 
York ; James Victor Barry, fourth vice- 
President of the Metropolitan Life; and 
other insurance men, was stopped by 
airbrake this morning just as it was 
about to run into a train which had 
been wrecked by running into an open 
Switch. The fireman was scalded to 
death and Mr. Cathles helped the dazed 
engineer escape from underneath a pile 
of coal. 


1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 
happiness of its representatives. 

“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 


Pittsfield, Massachusetts 















































© Triple Incentive 








The Colonial Life Insurance Company 


of America 








Insurance in Force 


Over ONE HUNDRED MILLION DOLLARS 
Home Office: Jersey City, N. J, 
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Survey Of Additionals 
By Provident Mutual 


SMALL POLICIES UNPROLIFIC 





Actuary Marshall Reports Results of 
Study Showing Larger Policyholders 
Are Bigger Future Buyers 





The Provident Mutual Life has com- 
pleted a study of purchases of additional 
insurance by present policyholders which 
shows that the small policyholder is 
rarely a future large buyer of protec- 
tion, contrary to the common belief 
of many agents that the placing of small 
policies will grow into future big cases. 
The most fertile field for development 
was found to be among prospects who 
bought policies ranging from $5,000 to 
$25,000. The proof of this was further 
borne out by the exhaustive occupa- 
tional study made. 

Actuary Edward W. Marshall present- 
ed the results of this study recently at 
the company’s general agents’ conven- 
tion. He stated that the investigation 
was made to determine what percentage 
of their policyholders were buying ad- 
ditional coverage, and to help eliminate 
unprofitable clients, so that the agent 
could concentrate most of his time and 
energy on prospects who would be a 
greater asset both to him and to the 
company. 

To help estimate the correct value of 
a clientele the actuaries studied the new 
business of the first half of 1923 on new 
policyholders who had no previous Prov- 
ident insurance in force. These individ- 
uals thus represented new clients. Mr. 
Marshall said that he realized fully that 
six years from 1923 to 1929 is too short 
a period from which to draw a com- 
plete picture regarding repeat orders. 
However, it seemed unlikely that the 
company could expect much insurance 
in the future from these individuals who 
have not given any repeat orders what- 
ever in the last six years. He believes 
that the investigation brings out several 
important conclusions which will help 
the underwriter. 


high. Thus the reason for this condi- 
tion must be of fundamental importance. 


Occupational Studies 

In an endeavor to answer these ques- 
tions a study was made of the occupa- 
tions of the 1923 new clients. It was 
found, said Mr. Marshall, that in all 
cases where the original group of policy- 
holders purchased the larger amounts of 
insurance on their lives the average 
amount of the repeat order was of a 
very substantial size and usually larger 
than the original order. As the Provi- 
dent clients climbed the financial lad- 
der their subsequent insurance increased 
proportionally. 

Some interesting and helpful facts 
were found in studying the individual 
occupations. The occupation of insur- 
ance agents was found to be high up on 
the list, having also the highest per- 
centage of repeat orders of any occu- 
pational group. The percentage of re- 
peat orders was found to be surprising- 
ly low among farmers (only 9%) and 
quite unfavorable among teachers, cler- 
gymen, trained nurses and housewives. 

The cream of the occupational group, 
declared Mr. Marshall, was found to be 
among executives, real estate dealers, 
lawyers, doctors, retail dealers and sales- 
men. Two-thirds of the company’s new 
business comes from it. Of the lower 
grade groups it was found that only 13% 
have taken any additional coverage. Just 
think of the thousands of follow-up calls 
spent uselessly on these groups. Even in 
those cases where the agent was success- 
ful in writing more insurance the aver- 
age amount of the repeat order was com- 
paratively small. An agent must be very 
careful to see that he is not spending 
any substantial part of his time canvass- 
ing clients in a group which is only 
good for only one policy. He believes 
that the farmer, teacher, or skilled work- 
man of the type who can buy only $1,- 
000 or $2,000 insurance at this time and 
is not expected to increase this amount, 
should only be canvassed as an incident. 

Mr. Marshall said that the successful 
agent spends almost all of his time on 
his larger cases. His small policies are 
usually a by-product. Many of them are 





Repeat Orders From Clients First Insured in First Half of 1923 











Average 

Number of Amount of Amount per 
Clients Insurance Client 
RENN ARS. fit DORE aie knicks ccdines cesses 6,370 $24,406,000 $ 3,830 
eae nr ne ee 210 1,115,000 5,310 
Repent Cabers. 192 iio icson ncn cctgsncedeecawece 362 1,801,000 4,970 
mepnak aeons) 4005 35 34.34 2555 ER dad <b 323 2,061,000 6,380 
mpent Onderé: 8926 .6,<.ccendidapswsvcwesaven 298 1,917,000 6,430 
Rupee Speed. WO ok 66k ns Bosacnwnwadtabscoe 245 1,565,000 6,390 
Ricicnt -Dete  WOIB ys isc ceh ohana ds 233 1,730,000 7,420 
Repeat Orders 1929 to date .......cacnacccces 125 1,290,000 10,320 
Total Repeat Orders to Date............ 1,796 $11,479,000 $ 6,390 
Without Repeat Orders................. 5,049 $18,066,000 $ 3,580 


It can be seen that 6,370 new clients 
took a total of $24,406,000 insurance in 
1923, and out of the group repeat orders 
to date totaling $11,479,000 insurance have 
resulted, or 45% of the total original in- 
surance. Note that the number of re- 
peat orders in each year since 1923 has 
gradually diminished, but that the aver- 
age amount of the repeat order has 
gradually increased. The repeat insur- 
ance each year is still averaging 7% 
or 8% of the original insurance. 

The most surprising discovery is that 
5,049 or 79% of the 6,370 new clients 


have not taken any subsequent insurance — 


whatever in the Provident. All the re- 
peat orders came from only 21% of the 
original policyholders. Where are the 
other 79%? ~ Are they clients of other 
life insurance companies? Is it possible 
that many of them were ‘fully insured 
for life after the Provident agent was 
done with them? Were some clients 
of such low financial status that they 
could not afford to buy more insurance ? 
What is wrong with the follow-tp> of 
these clients that only 21% have bought 
more insurance? A like situation must 
evidently exist among life insurance com- 
panies generally because the Providert’s 
percentage of new business obtained 





ort the lives of sons of his larger policy- 
holders. In other words, the small pol- 
icyholders he writes are the ones who 
are likely to become larger policyholders 
later on. In this connection the follow- 
ing comparison will be of interest: 

The Relation of Amount of Original 

Insurance and Clientele 


% of Original Average 

Amount of Original Clients Repeat 
Order in 1923 Repeating Order 

$ 1,500 or under.......... 15% $2,370 
1,501 to $4,999.......... 20 3,630 
5,000 to 9,999.......... 27 7,360 
10,000 to 24,999.......... 32 12,600 
25,000. to. 49,999....«:0:0,0:0:0.00:% 39 23,760 
50,000 OF OVET . ccc cc ccecs 18 54,230 


Only 15% of the original clients buy- 
ing $1,500 or less insurance in 1923 have 
taken any more insurance to date, while 
39% of those buying $25,000 to $49,999 
insurance in 1923 have given repeat or- 
ders averaging $23,760 each. 

It is often stated, said Mr. Marshall, 
that policyholders who can buy only $1,- 
000 ‘ihsurance today are profitable cli- 
‘ents* because of the. larger amounts of 

‘insurance which they often take later 
on. .It is found on looking into the 
matter in “greater detail that only 9% 
_of the clients originally buying $1,000 in- 


from 61d polityholders is comparatively ~suratice in 1923-have subsequently bought 





insurance totaling $2,000 or more. Fur- 
thermore, only 3% of the clients have 
subsequently bought at least $5,000 in- 
surance. Once in a while the lightning 
strikes and a $1,000 prospect is able to 
buy a large line later on. But the sta- 
tistics show that almost all of the $1,000 
clients do not contribute to a profitable 
clientele. 

The most fertile field for development 
is among the prospects who can buy pol- 
icies of from $5,000 to $25,000 insurance. 
Here the market is large, there are plen- 
ty of prospects of this type to be found, 
and the return for the effort is really 
worth while. The business produced 
forms the backbone of the company. 

Recent investigations have shown that 
$1,000 policies are a great burden on the 
company’s dividend-earning power. The 
overhead expense on a $1,000 policy is 
nearly as great as on a $25,000 policy. 
As a result, at the end of twenty years 
a $1,000 policy has caused a very large 
deficit, while a $5,000 policy has earned 
a substantial surplus. Thus the raising 
of the agent’s sights increases a com- 
pany’s quality as well as helping the 
growth of the clientele. At every point 
it is of great advantage to the agency 
force. 

Mr. Marshall believes that these fac- 
tors have an important bearing on the 
selling plans of the present field force. 
They also indicate that general agents 
will need to be still more careful in their 
choice of special agents. Birds of a 
feather flock together in life insurance 
canvassing as much as in other fields. 

They must be sure that the new spe- 
cial agent has the capacity to approach 
men in the occupations from which the 
more profitable clients come. Finally 
they must keep a close watch on the 
size of the policies written by each agent 
and be satisfied that practically all of 
the small policies written are actually 
on the lives of clients who should be 
able to give substantially larger repeat 
orders later on. 





WOULD CHANGE KY. LAWS 





Former Insurance Commissioner Saufley 
Suggests Conference of Companies; 
Says Laws Don’t Protect Agents 
Former Insurance Commissioner S. M. 
Saufley of Louisville states that “There 
is a woeful inadequacy in Kentucky Stat- 
utes toward protection of the honest, 
legitimate life insurance agent which 
should be remedied at the earliest pos- 

sible moment.” 

_ This statement was made by Saufley 
in connection with the suggestion that 
a conference of executives of life insur- 
ance companies of Kentucky be held to 
plan proposed revisions of the present 
insurance laws at the next session of 
the general assembly, which was modi- 


—. 
—= 








NAMES— 
WORTH 
$2.82 EACH! 


Nearly two hundred thou- 
sand names were circularized 
under Fidelity’s lead service 
plan during the past year. 


The average premium value 
of each name proved to be 
$2.82. 


Fidelity’s lead service has 
been in successful operation 
for nearly fifteen years and 
has afforded Fidelity agents 
an easier and more resultful 
selling program. 


More than $400,000,000 in- 
surance in force. Contracts 
available in thirty-nine states. 


Write for Booklet 
“What's Ahead?” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


ie 
WALTER LEMAR TALBOT President 

fied in the report of the recent conven- 
tion of insurance commissioners at To- 
ronto, and submitted to Deputy State 
Insurance Commissioner Arch Pulliam 
by Saufley. Saufley suggests a confer- 
ence of the presidents, counsel and other 
executives of life insurance companies of 
Kentucky for the purpose of making 
amendments to laws, and that such pro- 
posed amendments would be drafted at 
this conference. 








TO BE GUESTS OF BANKERS 

The members of the Newark Life Un- 
derwriters Association have been invited 
to be the guests of the trust division 
of the New Jersey division of the Amer! 
can Bankers Association at a confer- 
ence which will be held in Newark on 
November 14 and 15. 
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Also $5,000 ‘‘Preferred Risk’ Policy—high value— low premiums; age 35, $19.91 
Endowment age 85—Juveniles age 10 years and upward—Montilly 


per $1,000. 
Income—Non-Medical. 


Insures and assures your client’s future and yours 


Our Vice-President, Eugene E. Reed, will ‘cll 
you all about it. Write him direct—and directly. 


UNITED LIFE and ACCIDENT INSURANCE COMPANY 


Are you Interested in an agency? 


Concord, New Hampshire <= 


A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 


ALL IN ONE POLICY 


PE ORME MORN. 4. 5 a5 3s cc ccecccb tia siicecciecicoe cs 
Certain accidental deaths..............scecceececees 


Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK ~: paaad 


JNon-canc 
Disability Income, Waiver of Premiums, etc. 
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INQUIRE 
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Prudential Celebrates 
Its 54th Anniversary 


IN HOME OFFICE 


RECEPTION 





President Duffield Greets Distinguished 
Guests Assembled at Luncheon at 
Newark; Some of Those Present 





The Prudential celebrated its fifty- 
fourth anniversary on Monday, October 
14, with a reception and luncheon held 
at the home office in Newark, N. J. Ed- 
ward D. Duffield, president of the com- 
pany, received the guests. The follow- 


ing were among those who attended: 

Henry B. Kummel, state geologist ; Dr. 
Charles H. Elliott, state commissioner of 
education; State Senators Frank D. 
Abell, Morristown, and Arthur N. Pier- 
son, Westfield; and Stephen J. Lorentz, 
Newark; Congressmen Charles A. Eaton 
of North Plainfield, Ernest R. Ackerman, 
Plainfield; Postmaster Frank J. Bock, 
Newark; Ernest A. Reed, Newark; Jo- 
seph King, Belleville; Zenas G. Crane, 
West Caldwell; Henry C. Hines, New- 
ark; Reginald T. Blauvelt, South Or- 
ange; Arthur T. Muir, Maplewood; Jo- 
seph L. Smith; Conrad Deuchler; E. 
Garfield Gifford; Albert T. Guenther, 
and Arthur T. Vanderbilt, chairman of 
the board, Public Fire. 

Also Isaac Shoenthal, president, Essex 
County Board of Taxation; and Robert 
S. Sinclair, president, Essex County 
Park Commission; Commissioners John 
Howe and John F. Murray, Jr.; City 
Clerk William J. Egan; Henry Young, 
president of board of education; John 
H. Logan, superintendent of schools; 
Richard C. Jenkinson, president, Board 
of Trustees’ Free Public Library; Chief 
Engineer. James, W. Costello; and Chief 
of Police J. A. McRell; Mayor Samuel 
S. Kenworthy, Belleville; Mayor Charles 
H. Demarest, Bloomfield; Lewis G. Bow- 
den, Cedar Grove; Mayor Charles H. 
Martens, East Orange; Charles G. Phil- 
lips, Montclair; Mayor Ernest P. Cook, 
Nutley; Clerk M. A. Fitzsimmons, South 
Orange. 

Also John R. Hardin, president, Mu- 
tual Benefit Life; Edward E. Rhodes 
and Oliver Thurman, vice-presidents of 
Mutual Benefit Life; Edward O. Stanley, 
director, Mutual Benefit Life; C. Weston 
Bailey, president, American ‘of Newark, 
and Frederick Hoadley, secretary of Am- 
erican; Edward N. Waldron, president 
of Eagle Fire; Neal Bassett, president, 
Firemen’s of Newark; A. Duncan Reid, 
President, Globe Indemnity ; Morrison C. 
Colyer, president, Fidelity Union Title 
& Mortgage Guaranty Co.; E. J. Hep- 
Penheimer, president, and John Nevin, 
medical director, Colonial Life of Am- 
erica. 

Also Louis V. Aronson. president, Art 
Metal Works; Nelson W. Faulks, man- 





vice-president, Submarine Boat Corp.; E. 
F. Bamberger, Frank I. Liveright and 
L. Bamberger, of L. Bamberger & Co.; 
A. J. Jennings, president, Hahne & Co.; 
Wallace M. Scudder, publisher, and Ar- 
thur Sinnott, managing editor, Evening 
News Publishing Co.; James P. Logan, 
editor, and Louis Hannock, business 
manager, Newark Call Printing & Pub- 
lishing Co. 

Also George T. Wight, secretary and 
manager, Charles G. Taylor, Jr., man- 
ager and actuary, and Vincent P. Whit- 
sitt, attorney, of the Association of Life 
Insurance Presidents, New York City; 
Prudential Directors John K. Gore; 
Howard Bayne; John A. Campbell; 
Chellis A. Austin; Roy E. Tomlinson; 
Franklin D’Olier; Albert C. Wall; 
George W. Munsick; Alfred Hurrell; 
Chester I. Barnard; State Directors Dr. 
Edward J. Ill, of Newark; and Hon. 
Edward K. Mills, of Morristown; and 
Edward Gray, of East Orange; Vice- 
Presidents John W. Stedman, Willard 
I. Hamilton, Archibald M. Woodruff, 
Frederick H. Johnston, Robert H. Brad- 
ley and General Solicitor Charles B. 
Bradley, all of The Prudential. 

Managers Edward N. Van Vliet and 
Theodore F. Keer, of The Prudential in 
Newark. 

Also Thomas B. Donaldson, Eagle Fire 
vice-president; William B. Wiegand, N. 
J. Insurance Department; Joseph S. Fre- 
linghuysen, head of the Stuyvesant In- 
surance Co., New York City. 

Also William H. Truesdale; J. Nelson 
Carter; Frank Presbrey; Julius Proehl; 
Franklin Conklin, Jr.; John Morris Mil- 
ler; Harvey N. Davis; Richard D. Cur- 
rier; Robert O’Gorman; James Flock- 
hart; John H. Ely; Wilson C. Ely; Ar- 
thur E. Barlow; J. Herbert Reid; Wil- 
liam A. Simonson; Charles E. Mather; 
Cass Gilbert; Bruce Barton; John B. 
Foster; Herbert S. Palmer; Albert L. 
Dennis; Joseph J. Spurr; Ogden Bow- 
ers; John L. Carroll; G. W. Gehin; C. 
R. Burnett; John Enstice; Bird W. 
Spencer; Frederic G. Dunham; W. H. 
Ellis; Edward T. Ward; William Bit- 
tles; Franklin Conklin, Sr.; A. V. Ham- 
burg; William B. Harding; Herbert E. 
Taylor; John G. Bray; Joseph L. Feible- 
man; H. C. Thompson; J. W. Clift; 
Charles Bradley; William K. Paton; 
Henry E. Higginbotham; Kenneth B. 
Gordon; P. Stone Doughlass; W._ J. 
Couse; Albert H. Atha; Richard P. Mil- 
liken; James Brodhead, of Flemington; 
J. A. MecNicholas; A: R. Lawrence: B. 
E. Shepard; Allan R. Cullimore, dean 
of College of Engineering, Newark; 
Louis Wotiz: Melville P. Dickinson, New 
York City; President C. L. Farrell and 
Vice-President A. H. Baldwin and S. S. 
Marsh, National Newark & Essex Bank- 
ing Co.; W. I. Cooper, president, Na- 
tional.State Bank; President A. L. Phil- 
lips, Merchants & Newark Trust Co.: J. 
W. Lushear, president, North Ward Na- 


$80,000,000 To Be Paid 
Under Group This Year 


AVERAGE PAYMENT ABOUT $1,500 





Vice-President Page of Travelers Makes 
Estimate of Huge Sum Going to 
Wage-Earners 





Life insurance is a factor in stabilizing 
prosperity of the country through main- 
tenance of buying power, according to 
B. A. Page, vice-president of the Trav- 
elers, because approximately $80,000,000 
will be paid out this year to the families 
of about 53,000 workers insured under 
plans of group life insurance. 

This sum, averaging $1,500, will be dis- 
tributed to families because of the death 
by disease of around 40,000 employes, the 
death through accident of nearly 6,000 
others, and the permanent and total dis- 
abilities suffered this year by almost 
7,000 workers. 

In many cases, it is said, the money 
will be paid to families where no other 
estate of any appreciable amount was 
left at the death of the head of the 
family. The average claim of $1,500 ex- 
ceeds the estate left by 65% of the wage 
earners of the country, and is the means 
of projecting into the future the salary 
or wages of many individual workers a 
year and a half beyond death. 

The amount of claims which it is esti- 
mated will be paid in this country this 
year under group life plans in effect 
among 20,000 establishments will exceed 
by approximately 24% the total disburse- 
ments made last year, when around $64.- 
000,000 was distributed as benefits. It is 
pointed out also that by the end of the 
year fully 6,500,000 employes of the 20.- 
000 concerns included under group life 
plans will be protected to the extent of 
$10,000,000,000, or a tenth of all the life 
insurance now in force in the United 
States. 

Since the first policy of the kind was 
written seventeen years ago, Mr. Page 
estimates that the dependents of approx- 
imately 200,000 employes have received 
in benefits in excess of a quarter of a 
billion dollars, an equivalent of around 
$1,300 on the average during the seven- 
teen year period. What this has meant 
to the purchasing power of the families 
affected is disclosed by an analysis which 
shows that without group life insurance 
about 35% of all employes who die would 
leave behind dependents in desperate fi- 
nancial straits. 

Although the writing of life insurance 
on the mass scale was originated seven- 
teen years ago it was not until ten years 
‘ago, it is said, that the first billion dol- 
lars of such protection was attained. 
Since 1919 approximately nine _ billion 
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LIFE BUSINESS IN 





Drift From Foreign Companies To Home 
Companies In Past Couple of 
Years 

New business written by life insur- 
ance companies in Argentina during the 
past decade amounted to 1,314,000,000 
pesos (one peso equal 42 cents U. S. 
currency) but of this total 223,000,000 
were written in 1928 alone. New life 
business has been growing steadily and 
in 1928 was 140% of 1927 production. Of 
the 68,000,000 written in 1919 59,000,000 
were written by national and 9,400,000 
by foreign life insurance companies. 

The situation has changed since in 
favor of the native companies. Of the 
163,000,000 production of 1927 foreign 
companies had only 13,500,000 and of 





























ager, Pittsburgh Plate Glass Co.: C. R._ tional Bank: President U. H. McCarter, dollars of additional mass life insurance the 223,000,000 of 1928 they wrote 20, 
Hoag, of Whitehead & Hoag Co.; H. R. Chairman of Board’ W. Schaerer, Fidel- have been obtained by establishments 000,000. New premiums amounted to 
Carse, president, and H. R. Sutphen, ity Union Trust Co., Newark. e for their employes. 36,000,000 pesos. 
We take pleasure in announcing that AMERI AN 
HAROLD J. CRONIN 
will be associated with 
JOHN MUMFORD : 
in expediting the issue of surplus ; 
lines and brokerage business. ee 
WELLS & CONNELL. : 
General Agents:.-: - sas ag ote: COMPANY > 
SJNDIANAPOLIS 
Provident Mutual. Life Insurance Co. Old Line Legal Reserve 
33 Liberty nesses Telephone John 3771 Established 1899 
SE s adT os. HERBERT M. WOOLLEN, President 
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SETS CREDITOR GROUP RATES 





Superintendent Albert Conway Promul- 
gates Minimum Gross Premium Rates 
for This Class of Group 


Superintendent of Insurance Albert 
Conway of New York State, has set 
minimum gross premium rates for cred- 
itors’ and debtors’ group life insurance. 
In a letter of October 14 which he has 
sent to all authorized life companies in 
New York, he says: 

“In my circular letter of September 
20, 1929, I stated that you would be duly 
advised in case I decided to promulgate 
minimum gross premium rates for ad- 
ditional classifications of creditors or 
debtors. 

“T have decided to promulgate the fol- 
lowing minimum gross premiums for 
the additional classification set forth 
below: 


Class 


Purchasers of securities (other 


in instalments 


“A company should retain the right 
of rejection and may; if it so desires, 
require medical examinations. The 
creditor or financial institution will have 
to exclude from the group any persons 
rejected for insurance by the insurance 
company, inasmuch as the law defines 
this particular type of group insurance 
as ‘covering only the lives of all mem- 
bers of a group of persons.’” 





HOLDS OLDEST NEWARK POLICY 

Probably the oldest life insurance pol- 
icy in Newark is held by Charles C. 
Herrick, representative of the Van Vliet 
& Keer Agency of The Prudential. It 
was issued sixty-four years ago, Decem- 
ber 23, 1865, by the Connecticut Mutual 
Liie, whose local representative is Gen- 
eral Agent Stuart B. Rote, of the Fire- 
men’s building. 

Mr. Herrick was twenty-two at the 
time the policy was issued. He is now 
eighty-six. The policy is an ordinary 
form for a face amount of $2,000 and 
was issued through the New Haven agen- 
cy and later transferred to a New York 
agency of the Connecticut Mutual lo- 
cated at the corner of Wall street and 
Broadway, New York. 





BOSTON LIBRARY MEETING 

The Insurance Library Association of 
Boston held its annual meeting this week 
and elected the following trustees: Wil- 
liam B. Medlicott, Gayle T. Forbush, 
George H. Allen, Harry H. Worthley, 
Kenneth H. Erskine, H. Belden Sly, A. 
A. Lawson, Edward C. Stone, Charles 
C. Hannah, Arthur W. Burke, Lincoln 
R. Welch and E. Winchester. D. N. 
Handy was re-elected clerk-treasurer. 
The present membership of the associa- 
tion is 311, including 152 active, 156 as- 
sociate, two contributing and one honor- 
ary member. 


























Minimum Annual 
Rate per $1000 
than 
employes purchasing employer’s stock) 
or borrowers on mortgages repayable 


Joun S. TUNMORE AGENCY 


Provident Mutual Life Insurance Company 
of Philadelphia 
100 East 42nd Street 
Give us a ring or still better, drop in! 


PROMPT SERVICE TO BROKERS 
Lex. 8083 








Tentative Initial 
Average Premium per 
Month per $1000 


Standard 


plus $3.00 $1.10 





MOVES TO LARGER QUARTERS 





Assured Thrift Service, Inc., Now in 
Suite at No. 570 Seventh Avenue, 
N. Y. C.; D. L. Stern Heads Corp. 
The Assured Thrift Service, Inc., 

which began business July 1, 1928, has 
made such rapid progress that it has 
taken a large suite at No. 570 Seventh 
avenue, New York. When it began its 
operations were conducted in a small 
office. D. L. Stern is its president. 


Life insurance is the basic principle 


proposition. 
Address, 











The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
Columbia National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in 
’ and high A. A of 


of this thrift plan. When the agent sells 
the plan the life business goes to the 
agent’s own company through his own 
agency in accordance with the terms of 
his contract with the company. The 
agent receives all the credit as well as 
all the commissions and renewals on the 
business, the Assured Thrift Service, 
Inc., not participating in these. 


The Bankers Loan & Investment Co., 
67 William street, is the depository for 
this plan. The Bankers L. & I. Co. was 
established in 1890; is under the super- 
vision of the State Banking Department, 
and is a legal depository for the trust 
funds. As the trustee under the plan, 
the Bankers Loan & Investment Co. is 
authorized to pay the: premiums on the 
policies and to credit the balance of the 
account with interest. The rate at 
which interest is guaranteed under this 
plan is 6% per annum compounded 
quarterly. 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 









the country, having ample capital, 
es. 
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character and ability. 

















Provident Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 


Exceptional opportunity is offered to salesmen of 
Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 


MICHIGAN GROUP TO MEET 





Western & Southern Agents Under §. 
H. Smith to Get Together in Detroit 
Next Week 

Michigan agents of the Western & 
Southern Life are to hold their second 
sectional convention at the Book-Cadil- 
lac Hotel, Detroit, October 25 and 26, 
Samuel H. Smith, one of the outstand- 
ing divisional superintendents of agen- 
cies of the company, is in charge of pro- 
duction in the Michigan district. It is 
expected that 450 field men from twenty- 
four offices will attend the meeting. 

The program includes a luncheon on 
Friday, October 25, to local members 





SAMUEL H. SMITH 


of the Western & Southern Legion, con- 
sisting of men who have been with the 
company for five years or longer. A 
dinner will be given by President W. J. 
Williams and Vice-President C. F. Wil- 
liams on that day. President Williams 
will also give a banquet to the agents 
Saturday noon. Business sessions will 
be held on Friday and Saturday. 

The home office has arranged an ex- 
hibit of contracts issued by the company 
since its inception, and also current lit- 
erature published by it. This group of 
Michigan agents was resnonsible for one 
of the surprises at the company conven- 
tion in August, when 500 of them pa- 
raded in special uniforms. 





GOODYEAR GROUP POLICY 


The Metropolitan has written one of 
the largest industrial retirement group 
policies in Canada, in insuring approx- 
imately two thousand men and women 
employes of the Goodyear Tire & Rub- 
ber Co. of New Toronto, Ont. Am 
nouncement of the plan was made re 
cently by C. H. Carlisle, president and 
general manager of the Goodyear Co. 





our service. 





IN SUMMER 


or in winter the representatives and policyholders of the 
Massachusetts Mutual enjoy not only the great resources 
and splendid facilities of this Company, but also that 
mutual counsel and co-operation which make every 
relationship a definite advantage to all those who rely on 


The Massachusetts Mutual Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 
More Than a Billion and Three-Quarters of Insurance in Force 
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Enthusiastic Meeting 
Of G. C. Perkins Agency 


MUTUAL LIFE NEWARK OFFICE 





Insurance Trusts a Feature With L. G. 
McDouall and Harvey Weeks 
Among Speakers 





The George C. Perkins agency of the 

Mutual Life in Newark opened its fall 
campaign for business with a most suc- 
cessful all-day sales meeting at the 
Newark Athletic Club last week. The 
theme: “Raising the Standards of Life 
Through Life Insurance” predominated 
in the talks presented and emphasis was 
placed on the uses and possibilities of 
life insurance trusts. Among the outside 
speakers were two well known authori- 
ties on this subject: Leslie G. McDouall, 
associate trust officer, Fidelity Union 
Trust, and Harvey Weeks, assistant sec- 
retary, Central Hanover Trust. W. H. 
Kee, district manager in East Orange, 
also featured how he secured a large part 
of his business through the medium of 
insurance trust agreements. 

After an address of welcome by Man- 
ager Perkins the meeting started with a 
production talk by James T. Welsh, a 
member of the Kee agency. Edward 
Marks was the chairman. Mr. Welsh 
told his method of securing business by 
taking to a prospect not so much about 
life insurance but rather about life in- 
surance estates. He spends some time 
each day with at least three entirely dif- 
ferent groups of people, such as doctors, 
school teachers and business men. 

Those present then heard from T. E. 
Fitzsimmons, prominent Newark law- 
yer, on why he, as a layman, believed in 
life insurance. He said the average agent 
took too much of the prospect’s time in 
selling him the idea of life insurance. 
He would instead talk specifically about 
a definite plan on a particular policy. 

Following this talk the details of an 
agency contest were announced between 
the full time producers of the Newark 
office, at the close of which the losing 
team is to give a dinner in honor of 
the winning team. Reginald Baker of- 
fered a prize to the agent leading in 
the number of lives insured, and one to 
the man leading in the amount of busi- 
ness paid for. 

McDouall’s Remarks 

Mr. McDouall’s talk in the afternoon 
centered around the programming of a 
man’s estate to one financial goal. The 
speaker used his own program as an il- 
lustration. The “high cost of dying” was 
referred to and Mr. McDouall showed 
how the state inheritance tax, the fed- 
tral estate tax, administration expenses, 
debts, etc., diminished the average estate 
from 10 to 20%. He also spoke about 
arecent case of life insurance payable to 
4 named beneficiary which had been 
taxed by the state of New Jersey and 
said the decision was being fought in the 
courts. His talk was well received. 

Mr. Weeks aroused the enthusiasm of 
the agents by giving his famous “Oats” 
talk. He stressed that the selling of life 
Msurance should be on the same basis 
a the selling of other commodities. For 
instance, a tailor sold his suitings by 
telling prospective buyers that he had 
made clothes for prominent men in his 
Prospect’s line of business in the same 
‘own. This fact was sufficient to con- 
‘ince the prospect that the tailor was 
‘te one with whom he wanted to do 
business, 

Mr. Weeks said that a life insurance 
Pe Should not expect a prospect to 

elieve what he says simply because he 
“ys it. By having letters of satisfied 
customers the agent is fortified with 
anvincing proof of his ability to handle 
beeanice problems. He stressed that he 
thee’ strongly in reiteration and told 
: Story of how one agent sold a great 
any policies by cutting his sales talk 
Pe and repeating the fact he wanted 
theta out over and over again. Al- 
ane, Mr. Weeks thought that this 
said was probably the extreme, he 
Most people do not grasp what the 









agent says the first time and it is there- 
fore necessary to reiterate. 
E. B. Edgerton Song Leader 

“Why I became a Certified Life Un- 
derwriter,” was the topic of the talk by 
Joseph K. Wilson of Jersey City, who 
predicted that in the near future life 
underwriters will all be graduates of life 
insurance schools, possessing degrees the 
same as any other professional men. 

Then came an interesting close-up on 
“Prospecting” by Herbert Manthe, su- 
perintendent of agents, Newark office, 
who was strong for making appoint- 
ments with prospects over the telephone 
to pave the way for the sale. He thought 
far too frequently people hear of good 
pars ideas but discard them without a 
trial. 

One of the convincing speakers of the 
afternoon was Mr. Baker, fresh from 
the Washington convention, whose talk 
was on “Echoes from the National Con- 
vention.” The day’s activities closed 
with dinner and entertainment. E. B 
Edgerton, of the East Orange agency, 
kept the enthusiasm at a high pitch by 
leading in the singing during the inter- 
missions. 





MUTUAL BENEFIT LIFE — 
The Mutual Benefit Life’s paid-for 
business for September, 1929, shows an 
increase of 11.3% over the paid produc- 
tion of the same month of last year. 


HARRY S. FORD RETIRES 


New York Life Assistant Secretary 
Leaves Company’s Service After 
Long Period of Activity 
After forty-one years of service, Assis- 
tant Secretary Harry S. Ford of the 
New York Life has retired. Mr. Ford 
has spent practically his whole business 
life in this company’s service. Begin- 
ning as a cashier of the Nebraska branch 
in March, 1888, his ability for agency 
work was soon manifested and he was 
appointed agency director of the same 
branch in May, 1897. Later he was trans- 
ferred to the Chicago office and in 1899 
he became a member of the home office 
personnel. Appointed recorder in 1904, 
he efficiently held this important assign- 
ment until May, 1920, when he was fur- 
ther honored by the appointment of as- 

sistant secretary. 


CELEBRATES 25TH ANNIVERSARY 

Charles C. Cook, district manager of 
Jersey City for the John Hancock Life, 
is celebrating his twenty-fifth anniver- 
sary of service with the company. Mr. 
Cook started as an agent for the com- 
pany twenty-five years ago in the Brook- 
lyn District No. 4. A transfer to Ho- 
boken followed on December 22, 1919, 
and he was made a district manager in 


Jersey City on June 30, 1922. 

















SERVICE 


is the basis of insurance 
underwriting today. 

This Agency is a pioneer 
in the modern method of 
rendering 


SERVICE. 


S. SAMUEL WOLFSON, 
General Agent 
Berkshire Life Insurance Co. 
Suite 1609—225 West 34th St., 
New York 
*Phones PENnsylvania 6778-6879 


*We Grow As We Serve” 











PRESIDENT LOUIS F. BUTLER ILL 

President Louis F. Butler of the Trav- 
elers of Hartford has been confined 
to his home because of illness since the 
first of the week. A statement by the 
attending physician on Wednesday said 
he was resting comfortably. 





MISSOURI 


STATE 
LIFE 


The Progressive Company 





Million. . : 














N Thirteen Years, the Mis- 
souri State Life has grown 
from One Hundred Million Dol- 
lars of insurance in force to 
over One Billion Two Hundred 


It took twenty-four 


years to reach the first hundred 
million... The Company to date 
in 1929 is 830% ahead of its paid- 
for production over the same 
period last year! 


HILLSMAN TAYLOR, PresweNT 
St. Louis, Missouri 
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Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,200,000,000.00 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 





Putting a man’s 

Diagnosing life insurance estate 
The Life in order is one of 
Estate the biggest jobs of 

today’s life under- 


writer. A Penn Mutual manager, D. R. 
Deeble, of El Centro, California, has 
prepared a servicing document to at- 
tract the attention of the policyholder. 
It is detailed enough to include at least 
one or two items which most insured 
will have neglected. The questionnaire, 
which appeared in a recent “Penn Mu- 
tual News Letter” reads: 

1. Are beneficiary clauses properly 
drawn? Changing family situations 
may often require changes in these. Are 
you advised on the importance of nam- 
ing a contingent beneficiary? 

2. Do you have a number of heavy 
premiums falling due about the same 
time in the year? If so, do you want this 
inconvenient situation remedied? Are 
you paying on a quarterly or semi-an- 
nual basis when you could just as well 
change to the annual, and save the extra 
charge ? 

3. Are you making the best use of divi- 
dends on participating policies? Do you 
want to know more about the optional 
uses? 

4. Are you “renting” insurance—i. e., 
are you carrying a term policy? If so, 
would you like to convert it to a per- 
manent and more satisfactory form—in 
your present company ? 

5. If your insurance does not provide 
monthly benefit in case you are dis- 
abled from accident or illness, do you 
desire such benefits added? 

6. A clause which will double the 
amount payable in the event of death 
by accident (within certain limits) may 
be secured at small cost. If you do not 
have this protection, do you want it? 

7. Does part of your insurance pro- 
vide for payment to your beneficiary in 
income rather than all lump sums? If 
not, do you want to know more about 
this method of removing from benefi- 
ciaries the burdens of administration? 

Do you want data on the forma- 
tion of a life insurance trust for bene- 
fit of dependents? 

9. Have you made a will? 

* ¢ * 


A Mutual Benefit 


Appeal To Life underwriter, N. 
Prospect’s P. Parkinson, was 
Interests confronted with the’ 


situation of a certain 
man who had resided in his own city for 
sixty years, who had been a Mutual 
Benefit policyholder for over forty 
years, and who, he knew, was consider- 
ing a large line of single premium insur- 
ance. For some reason, this man ap- 
peared to be hesitant about discussing 
his personal affairs and had given Mr. 
Parkinson no opportunity to discuss the 
matter of insurance, according to the 
“Pelican.” 

The problem was solved by the agent 
in a clever way.’ In order to obtain his 
prospect’s favorable attention, Mr. Par- 
kinson called on him, asking instructions 


on how to make a $1,000 policy on his 
own life payable to the hospital in which 
he knew his prospect was interested. As 
soon as the man learned that Mr. Par- 
kinson was making his insurance pay- 
able to the hospital, he opened the dis- 
cussion of his personal affairs, giving 
the information that he had previously 
been withholding, resulting in the appli- 
cation for insurance which brought the 
total up to the company’s limit at his 
age. He then voluntarily referred the 
agent to several other persons interested 
in the hospital from whom Mr. Parkin- 
son received some substantial business, 
making up many times over the premium 
that he spent for his own policy. 
- ee se 


Life insurance as 
Letters On property has been 
Life Insurance descriptively pictured 
As Property by Second Vice- 
President Albert G. 
Borden of the Equitable Society in two 
letters which he recommended to the 
Society’s field men for use this month 
when the Equitable is featuring the pro- 
perty values of life insurance. They read 
as follows: 

Dear Sir: 

You like to accumulate property, don’t 
you? It gives you a sense of security. 
Whether represented by bonds, stocks 
real estate or personal property, your 
present holdings were probably acquired 
gradually. 

Have you ever fully realized that there 
is one form of property which you can 
also acquire gradually, building up your 
equity in it year after year, yet which 
is capitalized for 100% of its full ultimate 
value for your family immediately if you 
die, or become totally and permanently 
disabled. It is the only partial payment 
plan of which this is true. A_ single 
down payment creates contingently the 
estate you set out to save. 

It is an investmeut which is “insured.” 
The return may be from twenty to fifty 
times the amount invested—even 100 
times the initial outlay if death is due 
to an accident. You simply decide the 
type and size of estate you wish to leave 
your family and then in effect buy that 
much property. 

Considered on the other hand as an 
accumulation plan for your own protect- 
ion if you live, this great modern sav- 
ings device is a very tangible form of 
property, a secondary cash reserve, an- 
nually increasing in amount. Will you 
not accord our Mr. John Smith a few 
moments in which he may tell you more 
about it. 

Dear Sir: 

In a recent communication to ‘the en- 
= Agency Force of the Equitable we 
said: 

“When you present to a client the property 
aspect of life insurance you talk to him about 
assets. In effect you offer him in the Equitable 
the very finest kind of income-producing in- 
vestment trust certificate that shares in a billion 
dollar financial fund, which certificate he buys 
on the instalment. plan. upon the understanding 
that at death all unpaid instalments are canceled 


and the income at once begins to flow for the 
berefit of the family.” 


It is true that life insurance does in- 








Eighteen Million Plus on the 
Lives of Policy Holders 


January 1, 1929, to July 31, 1929, inclusive 


Percentage of Total New Life Insurance... 


‘Total Number Applications on Lives of 
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Total New Life Insurance on Policy 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Des Moines, Iowa 











volve indemnity as in the case of all 
other insurance; but when a man in- 
vests in life insurance he virtually buys 
that much property, for through the life 
insurance estate the beneficiary after 
the death of the insured will have a 
share to the amount of the contract in 
the vast and splendidly diversified in- 
vestments of the Equitable.’ 

If for no other reason than the setting 
aside of property for your own use if 
you live, will you not accord our Mr. 
John Doe an opportunity to discuss this 
matter with you very briefly. 





CONTINENTAL’S NEW HOME 


The Continental Life’s new home of- 
fice building in St. Louis is beginning 
to become a thing of reality, the steel 
construction work on the twenty-two 
stories being now completed. The dedi- 
cation of the new building will be at- 
tended by Continental field men from 
thirty-six states. 





BUFFALO ASS’N MEETING 
The Buffalo Life Underwriters’ Asso- 
ciation held a luncheon meeting on 
Thursday, October 17, in the Hotel Stat- 
ler in that city. The speaker was C. H. 
Langmuir, vice-president of the New 
York Life, whose subject was “How the 

Big Writers of Insurance Succeed.” 














TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


W. H. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058-6691 


HAlGHT, DAVIS & HAIGHT, nc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 











A 


size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 





“In This Way We Measur e” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 
success is according to the natural law of compensation—that 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 


See 
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Actuaries Conclude 
Meeting In Toronto 


MANY IMPORTANT PAPERS READ 





Arthur Hunter Presents Comprehensive 
Survey of Disability Conditions; 
Speakers and Topics 





T. A. Dark, general manager and ac- 
tury of the Excelsior Life of Toronto 
and president of the Canadian Life In- 
rance Officers’ Association, welcomed 
the large delegation of over 400 insur- 
ance men at the joint meeting of the 
Actuarial Society of America and the 
American Institute of Actuaries in con- 
ference last week at the Royal York 
Hotel. This was the second joint meet- 
ing of the two bodies, the first having 
been held five years ago. 

Following the address of welcome J. 
D. Craig of the Metropolitan, president 
of the Actuarial Society, and Arthur Co- 
bourn, president of the American Insti- 
tute, addressed the gathering. Among 
papers delivered by members of the so- 
ciety at the first session were: by Clin- 
ton O. Shepherd on “A Profit and Loss 
Statement”; by Arthur Hunter on “Dis- 
adility Premiums and Reserves. Under 
Policies Providing for Monthly Income 
at Disability”; by Wendel M. Strong on 
‘Women as Life Insurance Risks”; and 
by John S. Thompson on the subject, 
‘Investigation of the Mortality of Offi- 
cers of the Army and Navy.” 

The paper by Percy H. Evans on “Sub- 
stitutions and Some Related Topics” re- 
ceived considerable attention. Oliver W. 
Perrin, in discussing it, said: “However 
desirable the end may be, our business 
cannot be rid of the evils of substitu- 
tions merely by legislative enactment or 
departmental ruling. The great uses of 
substitutions must be regulated by com- 
pany action and especially by joint ac- 
tin of all companies interested in our 
business.” 


' The second day session included some 


discussions of Henry Moir’s paper on 
“Modern Treatment of Premiums at 
Death.” B. T. Holmes said: “Of the 
seventeen leading Canadian companies 
with $5,000,000,000 ordinary business in 
force, ten companies, with $4,000,000,000 
in force, do not make deductions. No 
Canadian company has adopted the seri- 
ous practice of refunding premiums for 
the part of the current payment inter- 
val unelapsed at time of death. The 
frst change does away with the irrita- 
ton out of proportion to its importance 
and effects in addition a slight saving 
i administrative expense. The second 
teatment seems necessarily to involve 
1 appreciable administrative cost.” 
Na discussion of the paper of Rein- 
tard A. Hohaus on group annuities E. A. 
undgren said: “It would seem that Mr. 
ohaus is rather severe in his criticism 
ot the average employer’s attitude to- 
ward dividends under group life policies. 
toup life insurance is not the only kind 
insurance that he is interested in and 
When a group life insurance company so- 
‘ating him for group life insurance re- 
tes to him what it has been able to do 
Mthe form of dividends and rate reduc- 
tons under groups similar to his own, 
* 48 a rule, expresses his surprise over 
¢ lower retention of the pension. Com- 
tition, and not the employers, has 
ton the company to strain every re- 
es to the limit to show handsome 
uns under group life policies. 
_ Ault on Group Questions 
ah E. Ault, on the same subject, 
me at cach of the following three fac- 
” Causes the employer’s cost to in- 
ase, according to the advancing age 
€ employe: (1) Single premium per 
sid deferred annuity increases with 
tr rian age; (2) Employes’ level con- 
of ed purchase a decreasing portion 
€ total deferred annuity purchased 
to ~ mal leaving an increasing portion 
The Purchased by the employers; (3) 
Withdrawal credit is usually a de- 


Unit 


creasing percentage of the cost otherwise 
borne by the employer. 

At the closing session of the confer- 
ence much discussion was given to James 
E. Hoskin’s paper, “A New Method of 
Computing Non - Participating Premi- 
ums.” Henry Moir said that besides 
the three factors necessary to be con- 
sidered in computing non-participating 
premiums, namely, rate of mortality, rate 
of interest and expenses, there is still 
another factor. This factor is the con- 
tinuous competive element as between 
the net cost of participating companies 
and the premium rates charged by non- 
participating. “This is an ever present 
factor,” said Mr. Moir, “and unless the 
non-participating companies can keep 
their expense rate below that of the mu- 
tual companies and can conduct their 
business with the same general efficiency 
as or greater efficiency than the good 
mutual companies, then competition will 
ultimately draw the business away from 
the non-participating toward the mutu- 
al companies.” G. W. Geddes and Ward 
Hart also discussed Mr. Hoskins’ paper. 

In discussing another society paper, 
that by Charles E. West on “Company 
Practice—Annual Statements,” A. N. 
Mactavish pointed out respects in which 
the convention blank differs from the 
form of statement required from Can- 
adian life companies by the Canadian 
Insurance Department and also called at- 
tention to the differences between the 
two methods of treating certain trans- 
actions for purposes of the two returns. 
Mr. West’s paper was also discussed by 
B. E. Shepherd, James S. Elston and 
E. G. Brown. 

The hospitality of the Ontario com- 
mitee, of which J. G. Parker is the chair- 
man, was noted by the two bodies in a 
vote of thanks. 





FIRST LIFE CLASS MEETS 





Seven Members of Carnegie Tech’s First 
Life Insurance Class Enjoy Reunion 
in Washington 

The seven members of the first life 
insurance class ever held at a university, 
that which graduated from Carnegie 
Tech ten years ago, enjoyed a reunion 
in Washington during the National As- 
sociation convention. The former direc- 
tor, John A. Stevenson, also was on hand 
to greet them. 

These seven men were as follows: 
Agent Anderson, star salesman for the 
Atlantic Life in Richmond; Joe Bald- 
win, half-million dollar underwriter for 
the Northwestern Mutual in Washing- 
ton; Vincent Coffin, director of educa- 
tion for the Penn Mutual; Jim McLain, 
superintendent of agencies for the 
Guardian; Jim Moody, superintendent of 
agencies for the Columbian National; Al 
Moore, general agent of the New Eng- 
land Mutual at Philadelphia; Bob With- 
ington, assistant superintendent of agen- 
cies for the National Life of Vermont. 





RELIANCE LIFE 


The Reliance Life of Pittsburgh re- 
ports that written life insurance last 
month amounted to $9,892,867, a gain of 
64% over last September. The paid pro- 
duction was $5,024,202, a gain of 22% 
over the same month in 1928. The com- 
pany enters the last quarter of the year 
with a paid life volume of $50,393,759 for 
nine months of 1929. 

Written accident and weekly health in- 
demnity showed an increase of more 
than 47% over last September, while 
paid acctdent insurance increased 26% 
and paid weekly indemnity health insur- 
ance 45%. The company placed in force 
$24,272,450 accident insurance during the 
first nine months of the year, and $55,- 
394.50 weekly health indemnity. 





Believe me when I tell you that thrift 
of time will repay you in after life with 
a usury of profit beyond your most san- 
guine dreams; and that waste of it will 
make you dwindle alike in intellectual 
and moral stature, beyond your darkest 
reckoning.—Gladstone. 
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LVew York Life 


Dyurectors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a list of 
Directors, New York Life Insurance Company, the most 
recently elected being Calvin Coolidge: 





Sage eee Director Valentine & Co. 


Se so. + o's jek EE ee oe Manufacturer 

SOUT ae ee ee Textiles 

CORNELIUS N. BLISS............. Commission Dry Goods 

MORTIMER N. BUCKNER Chairman of Board, New York 
Trust Co. 


THOMAS A. BUCKNER................... Vice-President 
NICHOLAS MURRAY BUTLER. Pres’t Columbia University 


CALVIN COOLIDGE. . Former President of the United States 
GEORGE B. CORTELYOU...... Pres’t Consolidated Gas Co. 
WALTER W. HEAD.......... Pres’t State Bank of Chicago 
CHARLES D. HIEEES.. ........2..2.. Insurance Manager 


ALBA B. JOHNSON............. Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON .. .Pres’t Chemical Bank & Trust Co. 


WILLARD V. KING Chairman Advisory Board, Irving 
Trust Co. 
DARWIN Po MINGGEEY -;... 20200. 220... President 
RICHARD I. MANNING... . Farmer, Columbia, So. Carolina 
ROME, Gre OMNI wooo oss 3 ee ERE cae enie Lawyer 
GERRISH H. MILLIKEN.......... Deering, iviiiuken & Co. 
FRANK PRESBREY........ Frank Presbrey Co., Advertising 
JOHN J. PULLEYN...... Pres’t Emigrant Ind. Savings Bank 
FLEMING H. REVELL..... Fleming H. Revell Co., Publishers 
{ Chairman of Executive Committee, 
GEORGE M. REYNOLDS | Continental 
Illinois Bank & Trust Co., Chicago 
HIRAM R. STEELE....... Steele, DeFriese & Steele, Lawyers 


JESSE ISIDORE STRAUS. President R. H. Macy & Co., Inc. 


RIDLEY WATTS Ridley Watts & Co., Dry Goods 
Commission 











NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE 











NEW YORK, N. Y. 
DARWIN P. KINGSLEY 
.President 
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Law Course Started 
In Engelsman Agency 


12 WEEKS OF _ INSTRUCTION 





Entire Staff to Study Under W. J. 
Fried; Also Six Enrolled in N. Y. 
U. School 





Ralph G. Engelsman, general agent, 
Penn Mutual Life in New York, starts 
off tomorrow morning in his agency 
with a course in commercial law to be 
given by Walter J. Fried, graduate of 
Harvard and the Columbia Law School. 
This course, which is to be taken by the 
entire agency staff, will run for twelve 
weeks. It is believed to be the first of 
its kind to be given in a life insurance 
general agency. 

A comprehensive array of subjects has 
been lined up, the aim being to prepare 
the agent not only for the C. L. U. de- 
gree but to increase his effectiveness as 
a life underwriter. The subjects are: 

Formation of contracts; interpretation, 
operation and discharge of contracts; 
laws pertaining to agency and life in- 
surance salesmanship; personal _ Prop- 
erty; real property; negotiable instru- 
ments; partnerships and corporations; 
insurance and suretyship; decedent’s es- 
tates; taxation; bankruptcy; torts, and 
conflict of laws. 

In addition to this course Mr. Engels- 
man has enrolled six of his producers at 
the New York University life insurance 
school. 





Thomas Mitten Lapsed Nearly 
$1,000,000 Shortly Before Death 
Although his life insurance policies a 
short time ago totalled $1,000,000, only 
one $10,000 policy remained in the es- 
tate of Thomas E. Mitten, head of Mit- 
ten Management, Inc., of Philadelphia, 
who was drowned on his Pike county 
estate on October 1. It was explained 
that the heavy coverage was taken out 
in 1922 at the time a strike was agitat- 
ing the International Railways Co. of 
Buffalo, a Mitten-controlled concern. 
The Mitten corporations were the bene- 
ficiaries. The policies were gradually 
permitted to lapse until only $10,000 re- 
mained in effect. 





EQUITABLE OF IOWA FIGURES 


The Equitable Life of Iowa had a paid 
production of $6,259,247 during Septem- 
ber, an increase of $348,657 over Septem- 
ber, 1928. Iowa led all states with a 
total paid business of $1,080,257. Penn- 
sylvania holds the leadership in state 
production for the year with $10,026,283 
paid-for, with Iowa a very close second. 

The New York City agency of the 
Equitable Life of Iowa led all the com- 
pany agencies in September with a paid- 
for production of $315,500. 





PARET AGENCY DINNER 


Louis F. Paret, head of the Paret 
Agency in New Jersey for.the Provident 
Mutual Life, gave a dinner last night 
at the Newark Athletic Club to the agen- 
cy force of northern New Jersey in hon- 
or of the promotion of Alexander F. 
Gillis, who has been made manager of 
the northern New Jersey territory, and 
J. F. Shindell, promoted to supervisor 
of the same territory, both men making 
their headquarters in the Newark office 
of the agency. 


PRODUCTION FIGURES 





Life Presidents’. Association Reports 
New Business 5.5% Greater For 
Nine Months Than in 1928 


The production of new life insurance 
by United States companies was 5.5% 
greater for the first three-quarters of 
this year than for the corresponding pe- 
riod of 1928. September of this year 
shows a decrease of 11.7% over the same 
month of 1928. These facts are revealed 
by the Association of Life Insurance 
Presidents. The compilation aggregates 
the new business records—exclusive of 
revivals, increases and dividend additions 
—of forty-four member companies which 
have 82% of the total life insurance out- 
standing in all United States legal re- 
serve companies. 

For the nine-months period the total 
new business of all classes written by 
the forty-four companies was $9,556,497,- 
000 against $9,058,080,000 during the same 
period of 1928—an increase of 5.5%. 
New ordinary insurance amounted to $6.- 
548,827,000 against $6,061,771,000—an in- 
crease of 8%. Industrial amounted to 
$2,174,377,000 against $2,009,999,000 — an 
increase of 8.2%. Group amounted to 
$833,293,000 against $986,310,000—a de- 
crease of 15.5%. 





DR. FRANK W. CHAPIN DIES 





Medical Director of Home Life For Over 
Thirty-Five Years; Was Seventy- 
Five Years of Age 
Dr. Frank Woodruff Chapin, for more 
than thirty-five years medical director 
of the Home Life of New York, died 
last week at Wilton, Conn. Although 
seventy-five years of age, Dr. Chapin had 
been in good health until a week before 
death and had recently returned from 
a fishing trip at the Laurentian Club, of 
which he had been a member for many 

years. 

Before joining the insurance company 
Dr. Chapin was physician of the out-pa- 
tient department of the Presbyterian 
Hospital and assistant to the chair on 
practice at Bellevue Hospital Medical 
College. He was a member of the Har- 
vard Club of New York, the Harvard 
Club of New Jersey, the Academy of 
Medicine, New York County Medical So- 
ciety and the Association of Life In- 
surance Medical Directors. He was a 
former president of the Alumni Associ- 
ation of Bellevue Hospital Medical Col- 
lege. 





ILLINOIS LIFE GETS AWARD 


A certificate of award for first place 
in national advertising offered by the 
Insurance Advertising Conference which 
met in Cleveland last week went to the 
Illinois Life of Chicago. The Illinois 
Life exhibit consisted of twelve decorat- 
ed panels upon which were mounted 
specimens of the company’s advertising 
and sales literature used during the 
past year. 





FRANK J. FALZONE DIES 


Frank J. Falzone, organizer and for- 
mer president of the Western States 
Life Assurance Co. of Clayton, Mo., died 
of heart disease October 11, two days 
after he had been succeeded as presi- 
dent by Asa B. Wallace, president of 
the Wallace Pencil Co. of Brentwood, 
Mo. Mr. Falzone resigned because of 
the condition of his health. 





Connecticut Mutual Leader 








At the recent convention of Connecti- 
cut Mutual Life agents at Bigwin Is- 
land, Ontario, Gustav Gottlieb of New 
York was presented with the Samuel T. 
Chase cup as leader in premiums by 
President James Lee Loomis. Mr. Gott- 
lieb also qualified as winner of the presi- 
dent’s cup for number of lives but as not 
more than one cup may be awarded to 
the same agent, the next highest man 
got the latter cup. 

Mr. Gottlieb, ever 
—mmmm)since joining the 
}ranks of the Connec- 

}ticut Mutual in 1923, 
thas had unusually 
ifine records as a 
}salesman. For the 
ipast two club years 
}he has been a mem- 
ber of the Millionaire 
mmiCorps, an honorary 

Ibody composed of 
4Connecticut Mutual 
representatives who 
have written over a 

: million dollars of in- 
surance during the club year. In 1926 
Mr. Gottlieb was the winner of the ‘pres- 
ident’s cup, having written 217 lives. 
Since 1925 he has ranked consistently 
among the company’s five leading pro- 
ducers. 

In the twelve month period recently 
ended Mr. Gottlieb wrote 232 lives for 
premiums totaling $56,061.62. 


SUN LIFE LUNCHEON 






















Agency Force, Newark Office, Gathers at 
Robert Treat Hotel, and Hears 
Uzal McCarter 
Uzal McCarter, president of the Fi- 
delity Union Trust, was speaker at a 
luncheon given by the agency force of 
the Newark office of the Sun Life of 
Canada at the Robert Treat Hotel last 

Monday. 

The object of the luncheon was a get- 
together affair where the various agents 
could exchange ideas and devise means 
of increasing production. E. C. Hoy, 
general manager of the Newark division, 
announced that the Newark division had 
paid for over $6,000,000 since December 
12, when the fiscal year of the agency 
starts. 

Previous to the luncheon an agency 
meeting was held at the office in the 
Military Park Building, where Duncan 
Anderson gave talk on selling group in- 
surance. Mr. Anderson is manager of 
the group department. 
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YOU CAN NOW SELL 


“THRIFT” 
YOU 


place the business 
with your own com. 
pany; through your 
own agency; under 
your own contract; 
through our SER. 
VICE. 


do not participate in 
your commissions or re- 


\ E newals. YOU get all. 
licensed Life Under- 


YOU 
WE 


Assured Thrift Service Inc. 
570 - 7th Ave., New York City 


Longacre 7611-7612 


use the THRIFT 
PLAN as another 
method —an_ easier 
method — of selling 


Life Insurance. 


render this Service to 


benefit by this Ser- 
vice and pay nothing 
for it. 


invite you to call for 
further particulars. 








FAVORABLY KNOW 


From Portland, Maine, to Portland, Oregon, 
the Union Mutual is known as— 


The Friendly Maine Company 
A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 


Union Mutual Life Insurance Company 


Portland,; Maine 
Incorporated 1848 

















——— 
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GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, 


New York 





MANAGERS 


INSURANCE CO. wie 





Home Office, 50 Union Square, New York City 


——— 





Uptown 





420 Lexington Ave.— LEXington 6715 
245 Fifth Ave.— ASHland 1772 





CORtlandt 8300 


29 


9 
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Met. Statistics On 
Death And Marriage 


GRAPHS ON PROBABILITIES 





New Charts Show Eventuality of Both 
Marriage and Death Occurring With- 
in Certain Period 





Recently the Metropolitan Life’s Sta- 
tistical Bulletin presented charts show- 
ing the chances which men and women 
at specified ages have to survive for a 
given period of years and to be married 
within that period. The company has 
now made charts supplementing the for- 
mer ones, showing the eventuality of a 
person marrying within a given period 
and dying before the end of that period, 
with the result that a surviving widowed 
wife or husband, and perhaps orphaned 
children, may be left behind. 

These charts show, for example, that a 
young man, single and twenty-five years 
of age, has seven chances in a thousand 
of being married and dying within five 
years and thus leaving his wife a widow 
and perhaps with dependent children. 
Extending the period from five to ten 
years increases the chances to two in a 
hundred. A period of fifteen years makes 
the chances five in a hundred; and with- 
in twenty years the chances of his being 
married and dying, so as to leave a wid- 


ow, 7%. 


Similarly, a single women, twenty-five 
years of age, has seven chances in a 
thousand of marrying and dying within 
five years, over two chances in a hun- 
dred within ten years, four within fif- 
teen years, and over six in a hundred 
within twenty years. 

In considering these figures, and oth- 
ers of the same kind which can be read 
from the charts, it is to be remembered 
that the chance of marrying and dying 
within a specified period of years is a 
compound probability. For a young per- 
son, the chance of marrying is relatively 
high and the chance of dying in a few 
years relatively low. At the higher ages, 
say, forty-five years, the chances of mar- 
lage within a given number of years 
are much reduced, but the chances of 
dying become greater and ultimately 
approach unity; that is, certainty, as 
the period of years is increased. 

_ The significance of the facts presented 
in the present article hardly needs to be 
Pointed out. When a young man of 
twenty, say, is approached with the sug- 
gestion that he should take out insur- 
ance on his life, he may assume the at- 
titude that he is not thinking of marry- 
ing and still less of dying. All of which 
may be admitted; but the fact remains 
that there are certain calculable proba- 
bilities, which should be duly pointed out 
to him, that this compound event will ac- 
tually occur within five or ten years; it 
18 more than likely in such case that 
there will remain behind one or more 
dependents, who will thus be separated 
y death from their main support. ° 





JAMES J. CAREY DIES 


James J. Carey, former president of 
the Columbian “National of Lansing, 
Mich, has died as the result of in- 
juries sustained in an automobile acci- 
ent on September 17. Mrs. Carey was 
also injured but not fatally. Mr. Carey, 
who was also connected with several in- 
ustrial concerns in Lansing, retired as 
President of the fire insurance company 
a tew weeks ago and was succeeded by 
alph Rawlings. 





PROVIDENCE GENERAL AGENT 


Benjamin Moorby has been appointed 
pe agent of the Bankers National 
a of Jersey City in Providence, his 
ma covering the territory of Rhode 
aan — three counties in Massachu- 
oN: Mr. Moorby comes to the Bank- 
tal ational from the Northwestern Mu- 
‘88 .Where he was assistant to the 

vidence general agent. He succeeds 
- S. Bidwell who resigned. 





New 


EQUIPMENT... 


Seven new policy forms . . . The 
Triple Guaranteed Option policy on 
which the insured may pay a level 
premium and have a 25 Year Endow- 
ment or a paid-up Life policy in a 
shorter period, or may pay a reducing 
premium and have a 25 Payment Life 
policy . . . The Guaranteed Income 
Bond, a contract without death bene- 
fit paying a life income to begin at 
ages 55, 60, or 65, and payable for ten 
years certain... The Single Premium 
Whole Life with Guaranteed Annuity 
Income and the Single Premium 20 
Year Endowment with Guaranteed 
Annuity Income, lump sum invest- 
ments with cash value always at par 
guaranteeing 3)4 per cent annual in- 
come, with dividends bringing the 
average to 414 to 5144 per cent... 
A participating Child’s 20 Payment 
Life policy, rounding out the Com- 
pany’s juvenile line, and liberalized 
participating Child’s 20 Year Endow- 
ment and Child’s Educational En- 
dowment policies. 

Simplified “‘proof of death blanks”’ 
with a sales appeal—something new! 

A booklet of true unsolicited letters 
from appreciative claimants under 
death and disability benefits. 

Complete sales data on the Endow- 
ment at Age 85 policy bound in con- 
venient vest pocket size. 

A new Baby Health Service a step 
ahead of anything of its kind. 

All this, new equipment furnished 
NYNL Fieldmen at three Regional 
Conventions held in August. Backed 
by this array of powerful selling 
helps, the Agency Organization is 
again scattered throughout 31 states 
intent on utilizing its new tools. 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsioent 


STRONG~ Minneapolis Minn. ~ LIBERAL 











Philadelphia Bank 
Uses Endowment Plan 


CONNECTED WITH SAVINGS PLAN 





Upper Darby Bank Said To Be Getting. 
Favorable Response to Their “As- 
sured Savings Plan” 





A bank located in Upper Darby, a sub- 
urb of Philadelphia, has inaugurated a 
sales campaign for a savings-insurance 
plan which is reported to be productive 
of considerable business. The plan is 
based on regular endowment insurance. 
Salesmen from the bank make a house- 
to-house canvass and also use the tele- 
phone to secure appointments. The pros- 
pect is told that the bank has a new 
service which they would like to tell 
him about. An appointment is made and 
the salesman calls. His bank’s new ser- 
vice, he says, is an assured savings plan. 

If Mr. Prospect will save $25 a month 
the bank will deposit $100 a month to 
his account in case he is taken ill or is 
injured and. $1,200 to his account in the 
event of his death. That is the assured 
part of it. Not only that, but Mr. Pros- 
pect can check against the account, four 
checks a month. The premium for the 
assurance part of the plan runs to $44 
the first year with the interest paying 
most Of the premium after the first year. 
He then gives the prospect a circular 
describing the plan with a table on the 
back showing that if the prospect saves 
$15 a month, plus the premium, he will 
have $2,198.74 in twelve years: if he 
saves $20 monthly he will have $2,200.67 
in nine years, and if he saves $25 month- 
ly, $2,120.94 in seven years. 

Letter Follows Sales Attempts 


If the salesman fails to make the sale 
a follow-up letter is sent out by the 
bank several days after the call. This 
letter reads as follows: 

“Our Mr. Heck tells me that he had 
a very pleasant chat with you several 
days ago regarding our special bank ser- 
vice—the Assured Savings Plan. 

“T understand you want some time to 
consider this service in connection with 
its value to yourself.. You no doubt have 
our circular giving the main details. Let 
me outline several points that might be 
interesting, particularly to a professional 
man. 

“This service is exclusive with this 
bank and was designed to provide a prac- 
tical and profitable form of savings in- 
vestments for persons who had not as 
yet reached the point of large surpluses 
from current income. It is, in essence, 
an insurance trust fund—you having def- 
initely and at all times full control of 
both principal and interest. You are un- 
der no contract, and though drawing a 
high rate of interest, you have the elas- 
ticity of a checking account. Our in- 
stalment basis of service charges makes 
it easy to carry this protected account. 
The protection itself is the most com- 
plete, the simplest in operation and the 
cheapest known. It cannot be gotten by 
you as an individual but only as a depos- 
itor. Its service charge is approximately 
one-half of what vou yourself could ob- 
tain elsewhere. At your age. and con- 
sidering your professional income. it 
would seem as. if this service. would be 
both valuable and extremely simple.” 





PRUDENTIAL GROUPS 

The Prudential has closed group cases 
with two prominent firms in the financial 
district of New York City. Carreau & 
Snedeker, stock brokers of 63 Wall 
street, have provided protection of from 
$2.000 to $4,000 for each of their workers. 
The policy, which is issued without cost 
to the employes, was. placed through 
Stewart. Hencken & Will. Inc.. repre- 
senting The Prudential. The other or- 
ganization is Talbot, Bird & Co.. Inc.. 
insurance underwriters, of 51 Beaver 
street. The Johnson & Higgins agency 
provided this coverage which gives the 
emploves protection ranging from $1,000 
to $3,000. ; 
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AN EDUCATIONAL CONVENTION 

The annual meeting of the American 
Life Convention in Cincinnati this week 
is to all intents and purposes a four- 
day university course in life insurance. 
Life insurance, disability, law, aviation, 
business, production, and finance appear 
on the program in papers well thought 
out, seriously given and heard, and pre- 
pared by well-known people. The A. L. 
C. is anything but a frivolous organi- 
zation. Retrospect takes a back seat; 
prophecy is not a favorite. “We are 
face to face with problems; let us not 
waste time, but see what we can do by 
grappling with them immediately,” is 
the sentiment. 

Probably the most exhaustive review 
of any subject in Cincinnati this week 
is that of the investment of policyhold- 
ers’ legal reserve funds. The leading 
paper was delivered yesterday by H. B. 
Arnold, president of the Midland Mu- 
tual Life. With -charts, digests, apen- 
dicies, it is a booklet of fifty pages, the 
preparation of which took considerable 
time, the research being unusually ex- 
haustive for a convention paper. A 
large number of books and reports on 
finance or insurance investment subjects 
had been consulted by the speaker, 
among his citations being a quotation 
from Elizur Wright, “father of legal re- 
serve life insurance,” to the effect that 
“an insurance company is in fact a sav- 
ings bank which takes money in trust.” 
Many quotations from the Armstrong 
committee are used by the speaker in 
the course of a strong argument fof 
rules of safety, wisdom and conservatism 
in the buying of securities by insurance 
companies. Mr. Arnold points out many 
of the danger signals in determining a 
company’s investment policy. 

One of the interesting forums at Cin- 
cinnati is the discussion of disability 
problems. Some people may think that 
major disability problems have been set- 
tled by the commissioners, but the 
American Life Convention has several 
disability papers on its program, and the 
chances are that there will be disability 
addresses read at the A. L. C. meetings 
for years to come, or as long as the 
courts here have interesting opinions on 
the subject. 

Julius C. Smith of the 


Jefferson 


Standard Life started his paper by say- 
ing the disability problems confronting 
attorneys and executives are assuming 
astounding proportions. 

J. W. Kinsinger of Omaha, general 
counsel of the Midwest Life, wonders 


if the word “permanent” should not be 
entirely eliminated from the clause on 
the theory that it is a misnomer, its use 
resulting in ambiguity. In Minnesota 
Mutual vs. Marshall, 29 Fed. 977, where 
the insured was sick for about two weeks 
before his death, the court held that the 
disability clause applied and that the 
premium falling due during the period 
of his disability was waived. Most 
companies are now using a clause simi- 
lar to that contained in the proposed 
standard provisions. The adoption of 
such clauses has eliminated the question 
of what is permanent disability. Bene- 
fits are provided not for total and per- 
manent disability but for total disability 
after it has existed for four months and 
thereafter. 


In his opening address President Ayres 
of the A. L. C. devoted considerable 
space to sounding disability warnings. 
He criticised the introduction of “waste- 
fully uncertain partial disability.” . He 
had some forceful things to say relative 
to the statute meaning and intent of the 
words “total and permanent disability” 
and against companies “rushing headlong 
into unknown and untried fields with 
this benefit.” 


The papers and reports read this week 
at Cincinnati will be printed in whole 
or in part by The Eastern Underwriter 
in a special edition. Not the least in- 
teresting feature of the Cincinnati Con- 
vention is the first speaking appearance 
of Leroy A. Lincoln, first vice-president 
of the Metropolitan Life, before any but 
a Metropolitan Life convention since his 
election to his new Metropolitan office. 





Prof. Fred V. Chew of Bloomington, 
Ind., who was one of those awarded the 
degree of Chartered Life Underwriter 
at the Washington convention of the Na- 
tional Association of Life Underwriters, 
is well known in Indiana. He is con- 
nected with the .Indiana University 
school of commerce and finance and con- 
ducts classes in economics in the ex- 
tension division in Indianapolis. He is 
in charge of the insurance and real es- 
tate courses in the school of commerce 
at Bloomington and has taught these 
subjects in Indianapolis under the in- 
dorsement of the Indianapolis Real Es- 
tate Board. 

* * * 


Otho E. Lane, who recently retired 
as president of the Niagara Fire when 
that company was bought by the Am- 
erica Fore Group, has opened an office 
for the transaction of his own personal 
business at 123 Front street. This is 
the office of the Cuba Cane Sugar Cor- 
poration, whose president. Col. John R. 
Simpson, is a close friend of Mr. Lane. 





———. 








| The Human Side of Insurance 











J. J. MAGRATH 


J. J. Magrath, chief of the rating bu- 
reau of the New York Insurance De- 
partment, was on the grill for almost two 
days last week when the Canadian auto- 
mobile rating commission was in town 
visiting the Insurance Department, the 
National Bureau of Casualty & Surety 
Underwriters and other sources of in- 
formation. The members of the Cana- 
dian commission were headed by Justice 
Frank E. Hodgins, who had been ap- 


pointed royal commissioner in the in- 
quiry. Justice Hodgins asked many ques- 
tions; so did R. Leighton Foster, coun- 
sel for the Ontario government in the 
inquiry; V. Evan Gray, counsel for the 
Canadian Auto Underwriters’ Associa- 
tion, John B. Laidlaw, president of the 
Canadian Auto Underwriters’ Associa- 
tion; and Harwood E. Ryan of New 
York, actuary for the royal commission. 
At intervals during the two days Super- 
intendent Conway would drift in to see 
how the inquiry was progressing. Both 
Conway and Magrath made a particu- 
larly fine impression on the Canadians. 
They were entertained a lot while here. 
A. Duncan Reid, Globe Indemnity, and 
Edson S. Lott, United States Casualty, 
being their hosts at one _ luncheon. 
Among the shows seen while here were 
“The Little Show’ and “Let Us Be 
Gay.” Mr. Magrath has been in the New 
York department for nearly eight years 
and received excellent training for his 
present post under the late Samuel 
Deutschberger whom he succeeded. He 
has a well balanced knowledge of de- 
partmental procedure and rating prob- 
lems. 


* * * 


James G. Ranni, for the past four 
years a general agent of the Manhattan 
Life in New York City, has been selected 
by Richard E. Enright, ex-police com- 
missioner who is running for mayor on 
the Square Deal ticket, to be the candi- 
date of this party for borough president 
of the Bronx. Mr. Ranni is also vice- 
president of the Independent Thrift 
Plan, Inc.. and president of the Equit- 
able Thrift Corp. He has never held 
public office. 


* * * 


Thomas S. Prescott, Virginia state 
agent for the Hartford Fire, is back in 
the field following a trip abroad with 
his father. W. R. Prescott, Southern 
manager for the company at Atlanta. 
He reports that his itinerary included 
the British Isles as well as several coun- 
tries on the Continent, 


William Alexander, secretary o! the 
Equitable Life Assurance Society, whose 
history of the society was published in 





WILLIAM ALEXANDER 


connection with the company’s recent 
celebration of its seventieth anniversary, 
writes largely from personal experience 
enlightened by a background of family 
predecessors with ‘the company. His 
uncle, William C. Alexander, was the 
first president of the Equitable and his 
brother, James C. Alexander, was the 
third president. The history, which gives 
a comprehensive record of the Equita- 
ble’s activity, forms a historical parallel 
to the development of the life insurance 
system in this country. It is pointed 


out that the society was the first life 
company to adopt a program of educa- 
tion and training for its agents and it 
has since been very active in all move- 
ments toward elevating the profession 
of life underwriting to a higher plane. 
Rs ew 
Col. R. Hill Carruth, newly appointed 
assistant to President George L. Rat- 
cliffe of the American Bonding, has had 
an extensive career in the production 
field. For the past four years he has 
been Memphis manager of the Fidelity 
& Deposit and in charge of production 
for the states of Arkansas, Tennessee 
and parts of Mississippi and Louisiana 
His connection with the F. & D. started 
in 1920, when he was placed in charge 
of the Little Rock, Ark., branch office 
shortly after he had completed a term 
in the Arkansas senate. Col. Carruth 
had a brilliant war record. In his new 
work he will handle special production 
problems, working in close associatiom 
with President Radcliffe and First Vice 
President D. C. Handy. 
eae oe 


Judge Byron K. Elliott of Indianapolis 
who recently was named general cout 
sel for the American Life Conventiol. 
has submitted his resignation to Gover 
nor Harry G. Leslie. The resignation was 
made effective November 1.. The judge 
appears to be giving up a goo! post 
tion for there is a flood of applications 
for the Superior Court bench he 1s v* 
cating. A new judge will be named ™ 
a few days. 
* * x 


Will O. Cord, Dayton, Ohio, life in- 
surance broker, associated with | th 


Penn Mutual, who has recently written 
large policies on the lives of officials 
of the National Cash Register Co., wa 
once a leading bicycle racer. 

% 


Paul L. Haid, president of the. America 
Fore Companies, has been visiting 
Pacific Coast. 
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o! the 
whose 
shed in 
Reserve Earnings As Factor in Rate 
Making 
I hear that most important step in the 
evolution of rate making in this country 
has been taken by the National Bureau 
of Casualty & Surety Underwriters. In 
brief, it is that in the making of rates 
the factor of earnings on invested re- 
serves will be recognized. I don’t know 
R to what extent this principle has been 
adopted but the mere recognition of the 
recent principle of course would make this one 
versary, of the most important insurance news- 
perience paper stories of the past few years. 
family ; 
, es A Triumph of Reporting 
The Insurance Advertising Conference 
— at Cleveland was about the most com- 
and his pletely reported affair in the history of 
was the the insurance business, the only com- 
ch gives parison being other conventions of this 
roan association. I never saw so many re- 
mh porters at a business affair. During the 
parallel fire insurance Round Table there were 
nsurance two reporters to each Round Tableist. 
pointed The principals at the Round Table upon 
erst life that occasion were John W. Longneck- 
¢ dame er, Hartford; H. E. Taylor, American 
— of Newark; C. S. S. Miller, North Brit- 
1 mone ish & Mercantile; and half a dozen oth- 
-ofesalll ers, representing as wide a range of in- 
olaale terest as H. N. Kirschner, the Pacific 
: Coast publicity man, to Price K. John- 
} son, editor of the Cravens, Dargan house 
ppointed organ published in Dallas, Tex. 
L. Rad- Now, you can imagine the emotions 
has had welling high inside of Messrs. Longneck- 
roduction er, Miller and Taylor as they participat- 
s he has ed in this forum, each gentleman know- 
Fidelity ing that two reporters with notebooks 
roduction were waiting like a hawk circling a grain 
enn field ready to pounce upon every ker- 
sousiana. nel of wisdom. If the trio was ruffled 
). starteé none showed it. They accommodated the 
in —_ reporters as well as they could. 
ich 0 yi _Chairman Taylor had a series of ques- 
da ee tions before him and his procedure was 
, to ask a question, and if there were no 
| his bre reply then to tell what had been the ex- 
roca perience of the American with the prop- 
ene Osition under discussion. That would 
irst Vice open the way for others around the ta- 
ble to talk. If the discussion started 
anapelll 7 ebb W. W. Darrow, former manager 
lanap a of the Home’s advertising department 
so pec and now with a novelty house, Brown 
a oe Bigelow, would tell what had been 
to. ~_ the Home’s experience. Gentlemen en- 
lation ‘ . Saged in rubber-neck expeditions to find 
The _ Out what their competitors were doing 
ote se ound themselves accommodated up to a 
a ~— certain standpoint after which the, inter- 
. a in rogatee was discreet enough to duck the 
name¢ auestion although never openly taking 
nd Position that it was none of the in- 
>, life im pao business what the company 
oh the ae bee thousand for supplies, etc. 
ly written in th ‘nnis, America Fore, scored 98% 
f officials t wong silence end of the afternoon but 
Co., was had was no cotton in his ears and he 
a- won a trophy. 
ee Ps the questions were amusing, 
America abl as the one which asked the Round 
ee i €ists to confess what had been their 
isiting allures. “Where I Fell Down in 1928” 




















sounded attractive as a topic. It didn’t 
quite materialize. Mr. Darrow, ad man- 
ager alumnus, had no scruples in telling 
about a couple of mistakes he had made, 
but those not yet in the alumni preferred 
to remain in the role of auditors as far 
as this part of the questionnaire was 
concerned. 

The Insurance Advertising Conference 
is one of the few trade associations 
which has a press committee which op- 
erates. After the various duties of the 
committee as members of the conference 
were performed, such as sitting in lunch- 
eon executive conferences, executive 
committee and other committee meet- 
ings, round table sessions and open ses- 
sions, the members of the press commit- 
tee hunt up the hotel public stenogra- 
pher and turn out a report of the day’s 
proceeds for twenty-five trade papers so 
that the papers not represented at the 
conference will not be beaten by those 
who had representatives at the confer- 
ence. Mr. Taylor, chairman of that com- 
mittee, would call it a day’s work as the 
midnight hour struck. 

The only place the press committee 
fell down was with the daily papers. 
I noticed that one of the Cleveland daily 
papers: didn’t have a line about the in- 
surance meeting, its space for advertising 
men (on the day I read it) being de- 
voted to an account of a luncheon a big 
ad group gave, the central figure being 
a British aviatrix. 

* 
The Life and Casualty Round Tables 
at Cleveland 

The casualty Round Table at the In- 
surance Advertising Conference had a 
bigger crowd although fewer reporters 
than the fire Round Table group, while 
the life crowd was bigger than that at 
the casualty section. I could not com- 
prehend why there was this difference 
in attendance. No association in the 
business had more advance publicity on 
its convention and it is publicity in all 
three channels—fire, casualty, life. The 
fire ad men are among the leaders in 
that business. The Hartford, North 
British & Mercantile, Great American, 
America Fore, Fire Association and Am- 
erican of N. J. groups were among those 
present, and I noticed A. A. Klinko there 
—the new advertising manager of the 
Corroon & Reynolds fleet. I didn’t see 
anybody from the Insurance Co. of 
North America or the Home, or the 
Aetna (Fire). In view of the strong 
fire insurance representation in the con- 

ference I was rather amazed at the small 
attendance of its group. 

The life insurance large attendance 
was not so difficult to understand be- 
cause if there is a life insurance meet- 
ing any place and a life insurance man 
is in the environ he will be attracted to 
that meeting as if by a magnet, even if 
the question up for discussion is no more 
important than, “Is Life Insurance A 
Business or A Profession?” 

The life group has a very popular 
chairman in Lorry Jacobs of the South- 


land Life, Dallas, Tex. Then H. H. 
Putnam of the John Hancock was there. 
He is apt to toss a bombshell any time 
if something is going on which he 
doesn’t approve. He might well have 
been one of the originators of the phase, 
“T object,” so often heard in court rooms, 
and when Putnam objects he doesn’t 
care who knows it. Finally some of 
the objections he made at the life round 
table got on the nerves of the other 
gentlemen, but Putnam’s series of ob: 
jections ends there as he has no objec- 
tion to getting on people’s nerves if they 
get that way when he is expressing what 
is in his mind. 

At this point it is interesting to note 
that the agitation to have the life insur- 
ance group an independent entity seems 
to be dying out. It will continue as part 
of the Insurance Advertising Conference. 
The absence of Luther B. Little, mana- 
ger og publications of the Metropolitan 
Life, who is seriously ill, caused wide- 
spread regret, as he was one of the 
chief props of the conference. 

In the casualty round table one of the 
best of the intellects in the Insurance 
Advertising Conference, Albert W. 
Spaulding, Hartford A. & I., was in the 
chair. He read many letters or parts 
of letters which had come in response 
to a tremendously long questionnaire 
about the production end of the business, 
and which questionnaire was the theme 
of the conference. Some of the answers 
avere decidedly informative and worth 
while. None of the Round Tables held 
the attention of its group more closely. 

* * * 


Those Questionnaires 


It will be rather interesting to see 
whether at next year’s conference the 
questionnaire method will be featured as 
much as this year. The conference may 
suffer from too much questionnairitis. It 
might be better for the program commit- 
tee to stage manage the affair somewhat 
more by having men come who are pre- 
pared to answer questions which the 
program makers can fix up and not nec- 
essarily print in the advance program. 

The life group had a questionnaire, 
too, and it was about trade papers. Some 
of the questions were regarded by sensi- 
tive souls in the trade press delegation 
as particularly brutal. As the Lincoln 
National has been running a series of 
from eight to ten pages of advertising 
in some trade papers in a single issue, 
trade paper representatives amused 
themselves by getting up a josh ques- 
tionnaire to send to the Lincoln Nation- 
al asking this and that about those ads; 
reasons for publishing them en masse; 
their drawing power; what was charged 
per page; whether there was any adver- 
tising agency commission; who wrote the 
copy; whether the man who wrote it 
worked at night or did the job during 
working hours; what was the reaction 
on other papers, on agents; whether if 
they had to do it all over again they 
would, ete. 

* * * 


Rickerd An Able President 


The re-election of C. E. Rickerd of 
the Standard Accident seemed appropri- 
ate and fit. One of the most ingenious 
of the ad men and head of a large de- 
partment, he has proven a real artist 
in ballyhoo for the association. I was 
interested, too, in noting that John W. 
Longnecker of the Hartford is on the 
executive committee. His experience, 
wisdom and prestige stand out in delib- 
erations of the conference. The fact that 
he is head of a very large advertising 
and publication department, which 
among other things publishes a valu- 
able, large and interesting house organ, 
does the prestige of the conference no 
harm. 

I enjoyed the ad convention thorough- 
ly, or as much as I saw of it. Most of 
the ad managers and heads of publica- 
tion divisions are young. Work is their 
middle name. They may loaf for part 
of the convention but when they con- 
centrate it is like an aeroplane in the 





full flight of an international speed cup 
race. It puts Barnum & Bailey’s three 
ring circus to shame. The only man able 
to keep up with the Cleveland proceed- 
ings during the concentration period was 
Price K. Johnson of Dallas, who made 
two speeches in two Round Tables, both 
in action at the same time. 

But what I didn’t hear I was able to 
read about in the trade press. I even 
have a suspicion that I read a paper or 
two which was not actually delivered. 
I have frequently returned from conven- 
tions surprised to note in some insurance 
paper a talk which was silently “pre- 
sented”—handed over to the official sec- 
retary—and not really given on the floor 
at all. In fact, no man can honestly say 
nowadays that he has gone to a conven- 
tion unless he really has not only at- 
tended but has also read the proceedings 
in one or more papers. I know of one 
insurance convention reporter recently 
who was bored by the proceedings, sent 
what he thought was a tame report to 
his paper, and later was amazed when 
he read his own paper to find what a 
remarkably interesting convention was 
held. The paper had sent out and got 
so many speeches and committee reports 
in advance that when published the ef- 
fect was very impressive. In the con- 
vention itself only some of the papers 
and some of the reports were actually 
read. 

All of which may indicate that news- 
paper reporting is on the threshold of 
something new; a magic by which the 
paper gets a better report of proceedings 
by not having reporters on the actual 
spot! 

* * * 


High Salary Offered A Fire President 


Some time ago Goldman-Sachs & Co., 
New York, made the president of one 
of the fire insurance groups a proposition 
to go with that banking house. The sal- 
ary offered is said to be $150,000 a year. 
The offer was declined. 


x * * 


Who Will Succeed Bissell With 
E. U. A.? 


One of the interesting matters being 
discussed in fire insurance is who will 
succeed Richard M. Bissel as president 
of the Eastern Underwriters Association, 
as the annual meeting will soon be held. 
Mr. Bissel has been president of the 
organization since the start which was 
three years ago. He piloted it through 
difficult channels with success; in fact, 
his prestige in fire insurance has been 
increased by his ability in handling the 
helm of the Eastern Underwriters As- 
sociation. Mr. Bissel will not be a can- 
didate for re-election. The names of 
three well-known chiefs are being men- 
tioned as a choice for successor. 


* * * 


Another John W. Davis Client 


Since he returned to this country 
from his post as ambassador to the 
Court of St. James, John W. Davis has 
had a great number of insurance clients. 
One of them is Sumner Ballard. 

* * * 


Payrolls Going Down 


I hear from casualty executives that 
one reason why it is so difficult to keep 
up the premium volume in compensation 
insurance, even if as many policies as 
formerly be written by the company, is 
because of the cut-down in the payrolls 
by reason of the substitution of machin- 
ery and discharge of the inefficient or 
the loafers. The present aim of the man- 
ufacturers is to make machines and ef- 
ficiency substitute for “waste man pow- 
er.” In this they have been successful, 
even being able to reduce the number of 
hours of work. In brief, an up-to-date 
factory, equipped with every labor-saving 
and efficiency device, formerly operated 
with one thousand men, can now turn 
out as much product and in a shorter 
period of time with nine hundred men 
—sometimes with less. 


E EASTERN 
UNDERWRITER 
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Bruns Urges Agents 
To Exercise Rights 
As Co. Stockholders 


SEEKS BETTER CO-OPERATION 





Excelsior President Says Right of 
Agents to Appear at Company 
Meetings Is Neglected 





Claiming that one of the big fire in 


surance problems of today is how agents . 


and company men may come to know 
each other better, Fredrick V. 
who in his position as a local agent at 
Syracuse, N. Y., and president of the 
Excelsior Insurance Co. of that city has 
both the agent’s and executive’s view- 
point, suggests that the thousands of lo- 
cal agents who own insurance company 
stocks exercise their rights to vote and 
participate in the councils of these com- 
panies, in a talk he made yesterday at 


Bruns, 


Toronto, Canada, before the annual 
meeting of the Ortario Fire & Casualty 
Insurance Agents’ Association. Mr. 


Bruns says that local agents should not 
indifferently sign the proxies sent them 
by companies in which they hold some 
stock but should themselves attend these 
elections and annual meetings for the 
purpose of meeting company executives 
and frankly talking over with them prob- 
lems of the day. 

Reach for a solution instead of an ex- 
cuse, Mr. Bruns told the Ontario agents. 
He cited the far-sighted and history 
making trip of Prime Minister Mac- 
Donald of Great Britain in coming over 
to the United States to converse direct- 
ly with President Hoover and members 
of the American government in order 
that differences based largely on mis- 
understandings might be removed easily 
and replaced by a greater degree of 
friendship and co-operation. He asked 
that those in the insurance business fol- 
low this excellent example and actually 
plan occasions for meeting one another 
instead of remaining far apart and 
throwing mud back and forth. 

“For twenty years I have sat in the 
councils of local agents—national, state 
and community—and heard company of- 
ficials as individuals and company or- 
ganizations damned with full vigor. More 
recently as a company official in various 
company councils I have heard local 
agents and their leaders equally vigor- 
ously denounced. 

“Tust why is all this? Ts there a solu- 
tion or only an excuse? 

No Single Governing Bodies Exist 


“In the United States, and I assume 
also in Canada, there are too many in- 
dividual company groups. Company of- 
ficials meet in one organized group in 
New York City today and tomorrow in 
Chicago; the same men are divided into 
widely separated camps. In agency 
ranks there is little real suffrage. As 
there exists no single great governing 
body for all fire insurance, so also there 
exists no great governing body for all 
agents. Neither group has the nower 
to effectively and nationally discipline 
or to uniformly legislate. 

“The solution may not be impossible. 
Minds mav meet. Differences can be 
adjusted. Better business practices can 
he devised and enforced. Men in various 
groups can meet in common friendship 
to achieve.a common good. 

“Essentially, therefore, the big prob- 
lem before business today is. how may 
we know each other better in order that 
we may hate each other less and how 
may we stop this vicious paradine of our 
family quarrels before the public eye? 
Do we want the public to trust us less? 

“The verv capable superintendent of 
insurance of the state of New York at 





FREDRICK V. BRUNS 





White Sulphur Springs early in October 
very bluntly told insurance men that in- 
surance was the greatest business in the 
world. He said that it lacked leadership 
and that the crying demand was for 
leadership, and then made this signifi- 
cant statement: ‘The regulation of the 
future in big business must be self-regu- 
lation or that regulation will be supplant- 
ed through state and government regu- 
lation.’ 

“Therefore, the first step toward self- 
regulation is that we may know each 
other better—first, as individuals, then 
as all-embracing groups, and to that end 
I offer as a first and a primitive solution 
this suggestion, and I speak of condi- 
tions in my own country and as I know 
them. 

“About the first of the coming year 
and then following for several months 
a great many thousand local insurance 
agents will receive from stock insurance 
companies proxies asking them to dele- 
gate their vote as stockholders in these 
fire insurance companies to a small group 
of men who will speak for them, vote 
for them and act for them in all proper 
matters at the annual _ stockholders’ 
meetings of several hundred fire insur- 
ance companies. 

Agents’ Rights As Stockholders 


“As far back as men can remember, 
at least 99% of insurance agents who 
are stockholders in fire insurance com- 
panies have, without thinking, signed 
the proxies, mailed them back and en- 
tirely dismissed the matter from their 
minds, or casually dropped these proxies 
in the wastebasket. The crying ques- 
tion is, why do insurance agents who 
to the extent of many millions of dollars 
are holders of insurance stock in fire in- 

(Continued on Page 19) 











flues cleaned. 


ing. 








Fall Fires 


Many things start in 
school and college, social events, football— 


Fires also are apt to start. 
give trouble when furnace 
should remind your clients and friends to have their 


Fall months are excellent months for insurance sell- 
Returned vacationists 
talk business. Why not suggest that they start out on 
the right foot by having their insurance needs looked 
after. Offer to review their policies and check up on 
the values to see if their insurance meets their needs. 


THE HALIFAX FIRE INSURANCE CO. 


59 Maiden Lane, New York, N. Y. 


the fall. Business activity, 


Long neglected flues may 
fires are rekindled. You 


and tourists are ready to 














Report On Boston Fire 
Rates Nearly Complete 


WILL COVER OVER 400 PAGES 





Being Prepared By Bureau of Harvard 
University and Will Contain Study 
of Fire Waste Problems 





The report on the problems of fire 
waste and fire insurance rates in Bos- 
ton, now being prepared by the Albert 
Russell Erskine Bureau of Harvard Uni- 
versity, will be completed soon. The 
part of the report dealing with the tech- 
nical factors responsible for the fire 
waste has been prepared by the field 
engineering department of the National 
Fire Protection Association. It is re- 
ported that Boston is the first city in 
this country to undertake such a study 
for the purpose of finding out why its 
fire burden is so heavy, according to 
Franklin H. Wentworth, managing direc- 
tor of the N. F. P. A. 

Following are the chapter headings of 
the forthcoming report: 

What there is to burn in Boston. The 


STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Head Office: 
J. A. KELSEY,President 


80 John Street, New York 


G. Z. DAY, Vice-Pres. and Secy. 





276,930.00 
2,067,114.70 
4,603,717.20 





effect of the building code on structural 
conditions. What is burning in Boston. 
Fires in buildings. Other fires and 
alarms. A thirty-year study of Boston's 
fire losses—Comparison of losses with 
business conditions. The fire depart 
ment. 

Mutual aid among fire departments of 
Greater Boston. Water supply, fire 
alarm, traffic conditions and salvage. At- 
tomatic sprinklers and other private fire 
protection. Investigation of fires. Fire 
prevention inspections. A technical ar- 
alysis of the fire prevention laws anl 
regulations governing Boston. Authority 
for inspection work. A recommended 
legal program. Plan for a state-wide 
attack on the fire waste. 

Commenting upon the report, Mr. 
Wentworth says: “The report aims 3 
a comprehensive treatment of the fire 
problem of the large city, and because 
the conditions present in Boston are als 
largely characteristic of other Americal 
cities this report has an importance be 
yond its local application. 

“In its varied researches and the al 
plication of engineering principles to cer 
tain local phases of fire control practices 
the study is a distinctly pionecr. effort. 
Some indication of its scope is ziven ¥) 
the chapter headings noted above. 

“The report will run to some four hun- 
dred printed pages and will contain over 
seventy charts and other illustrations. 
The limited edition contemplate’ by the 
city will not permit of its unofficial or 
culation, but as numerous members ° 
the association have already express 
a desire for copies of the report, an 4” 
peal will be made to the city officers 
for the printing of an edition sufficient! 
to cover our special written requests. 





NAME MASS. AGENTS 
The Camden Fire has appointed Jol 
J. Ahern & Son, as agents for the ere 
pany at Cambridge, and_ the — 
Union Fire of Jersey City has ap pointe’ 
Bessie H. Ford as agent at Wellesley: 
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Conway Asks Data On 
General Cover Risks 


CLOSER SUPERVISION SEEN 





New York Insurance Dep’t May Supple- 
ment Efforts of I. U. B. to Watch 
Classifications 





Not only has the Interstate Under- 
writers Board been organized and put 
into operation to supervise the proper 
writing of fire and inland marine poli- 
cies on risks covering many locations 
but the New York State Insurance De- 
partment is now going to investigate nu- 
merous complaints made to the effect 
that some risks are -still being written 
under marine covers whereas they should 
be classed as strictly fire risks. Insur- 
ance Superintendent Albert Conway is 
asking all the fire and marine writing 
companies in New York state for com- 
plete data as to all policies written by 
them where property in multiple loca- 
tions is covered under the same contract. 
Following is the text of his letter: 

“Please submit to this department a 
complete list of all your fire and marine 
policies written since January 1, 1929, 
covering multiple location risks, furnish- 
ing the following information in each 
instance: Policy number; name of as- 
sured; nature of assured’s busines; list 


- of locations covered, risks or hazards 


covered; whether written on fire or ma- 
tine policy form. Your prompt reply 
will be appreciated.” 

This inquiry by the New York State 
Department into the practices of general 
cover writing will be especially interest- 
ing because of the rapid growth of this 
form of insurance in the last few years. 
Whereas not long ago these covers were 
being offered around to the lowest bid- 
ders and placed generally with marine 
insurance departments because they 
could offer the most elastic policies and 
the cheapest rates, not being bound by 
rate schedules filed with the state insur- 
ance department, the formation of the 
Interstate Underwriters Board and its 
general acceptance by a vast majority of 
the companies seems to assure an elimi- 
nation of many complaints against gen- 
eral cover writing without recourse to 
state officials. 

There is no question but what multi- 
ple contracts are going to grow in num- 
ber and size and Superintendent Con- 
way may be asking for information about 
these lines so that he may go to the 
legislature to ask for amendments to the 
Insurance law of New York state which 
will bring these general cover risks under 
the same close official supervision that 
1S exercised over straight fire insurance. 

In connection with this transfer of 
many former fire risks to the inland ma- 
tine category, Secretary A. E. Clough 
of the committee on losses and adjust- 
Ments of the New York Board of Fire 
Underwriters states that adjustments on 
apparel contractors’ losses have been 
falling off as these risks are now being 
written more and more on the inland 
Marine form of insurance policy, thus 
taking the adjustments out of the hands 
of the fire loss committee and away from 
. tegulatory bodies. Secretary Clough 
ays: 

“We are rapidly losing control of this 
Contractors’ situation because the ma- 
tine form of policy has almost entirely 
Superseded the exchange garment man- 
facturing floater. Our understanding 
's that the marine policy furnishes a 
much broader cover at the same cost, 
Which accounts for this. We have had 
4Tecent noteworthy example of what is 
taking place. . 

n September 3 two six-story fac- 
ory buildings, 258-60 Wallabout street, 
Tooklyn, almost entirely occupied by 
‘ontractors, were seriously damaged by 
an exposure fire. Our information is 
the twenty-one owners had goods in the 
ands of these contractors. Of these 


twenty-one owners four carried fire pol- 
icies (garment manufacturing floaters or 
specific), ten carried marine policies fur- 
nishing fire protection, and the remain- 
ing seven owners probably had marine 
policies as the losses have not been re- 
ported to this office and we have not 
been able to obtain any information. 
This is called to your attention as a 
matter of interest.” 





INSTITUTE ANNIVERSARY 





Talk on Seven Original Founders to Be 
A Feature of 21st Annual Meeting 
October 22 


The Insurance Institute of America 
will hold its twenty-first annual meeting 
on Tuesday morning, October 22, at 85 
John street, New York City. One of 
the features of this meeting will be a 
talk on the original seven founders of 
the association by Albert A. Pancoast, 
who is now with the Great American at 
the home office in New York. The oth- 
er six founders and their present con- 
nections follow: D. N. Handy, librarian 
of the Insurance Library Association of 
Boston; H. P. Burke, manager of the 
Pennsylvania Athletic Club at Philadel- 
phia; L. A. Tanner, with the Home of 
New York at its Chicago office; L. N. 
Denniston, formerly educational director 
of the Travelers and now heading his 
own local agency at West Hartford, 
Conn.; E. R. Hardy, secretary of the 
Insurance Institute, and E. A. Law, de- 
ceased. The Institute was formed in 
1909. 

The present. plans of the Institute will 
be described by G. F. Michelbacher for 
the casualty courses; R. P. Barbour for 
the fire courses; Henry Moir for the 
life courses; William D. Winter for the 
marine courses, and George E. Hayes 
for the surety courses. President Otho 
E. Lane will give a report of the year’s 
work. 





HARRISBURG AGENTS ELECT 





W. H. Eby President of Newly Incor- 
porated Local Board in Penn; Suc- 
ceeds Central Penn. Ass’n 


The newly incorporated Harrisburg 
(Pa.) Association of Insurance Agents 
has organized by electing the following 
officers for a year: William H. Eby, 
president; E. S. Joseph, vice-president; 
Clarence M. Thumma, secretary-treas- 
urer; and Fred V. Rockey and Albert 
M. Bell, members of the executive com- 
mittee for three years. The corporation 
succeeds the old Insurance Association 
of Central Pennsylvania, of which Mr. 
Eby had been vice-president and Mr. 
Thumma secretary and treasurer. Mem- 
bers of the executive committee of the 
old association whose terms had not ex- 
pired, were elected to the same offices 
in the new corporation. ‘They include 
Joseph B. Metzger, Stanley D. Adler, L. 
Frank Bass and E. S. Joseph. 

The petitioners for the charter for the 
Harrisburg Association were Albert L. 
Allen, Gilbert Mattson, E. S. Joseph, 
Fred V. Rockey, Clarence Thumma, 
William H. Eby and Frank R. Leib, II. 
The by-laws of the new organization 
have been brought into conformity with 
those of the National Association of In- 
surance Agents. 





E. U. A. MEETS OCTOBER 23 


The Eastern Underwriters’ Association 
will hold a general meeting on Wednes- 
day, October 23. There will also be a 
meeting of the executive committee of 
the association on the same day. 


Committee On Auto 
Risks Meeting Today 


PLANS VIRTUALLY COMPLETE 





General Meeting of Company Represen- 
tatives Next Month; Plan Separate 
Company For Finance Risks 





The committee of company executives 
working on plans for a new and more 
comprehensive automobile insurance or- 
ganization is continuing an important 
meeting today in New York which 
opened yesterday. Plans for the confer- 
ence are practically complete so far as 
the committee is concerned and may be 


_approved finally today, or if they are 


not, another meeting will be called for 
next week. When the committee’s pre- 
liminary work is finished the text of the 
report, including as it does the recom- 
mendations for changes in the present 
National Conference, will be sent to all 
the automobile writing fire companies, 
including those now both members and 
non-members of the present conference, 
for their examination. 

It is expected that a general confer- 
ence of automobile underwriting fire 
companies will be held some time during 
the first half of November at which time 
there will be full discussion of the plans 
and proposals drawn up by this special 
committee after several months of in- 
tensive and hard work. Unless the un- 
foreseen happens the year end will prob- 
ably have passed before these plans are 
finally accepted or rejected. Although 
the plans as now drawn up take into 
consideration a wide range of underwrit- 
ing opinion there will undoubtedly be 
many requests for changes of this or 
that feature. 

As the whole automobile underwriting 
situation has been so confused these last 
two years by virtue of competitive war- 
fare between conference and non-confer- 
ence companies there is no disposition 
being shown on the part of the com- 
mittee to railroad any plan through. 
When the recommendations are adopted, 
providing they are, it will be only after 
full and mature study and after the most 
painstaking efforts have been made to 
meet whatever real objections are raised. 

One of the features of the plan as now 
constituted, unless it has been deleted 
at the present sessions of the commit- 
tee, is a proposal to form a separate in- 
surance company to take care of finance 
risks. This is not a new idea for it was 
considered seriously by the present Na- 
tional Conference a couple of years ago 
and then rejected. The recommenda- 
tion appears to be that this separate in- 
surance company be formed by the com- 
panies which shall be members of the 
new conference to handle finance risks 
only, its business to be reinsured among 
the member companies in the proportion 
in which they own stock in the unit do- 
ing the finance business. The idea be- 
hind this proposal is that a separate in- 
surance cumpany doing nothing but fi- 
nance business would not be hampered 
in competition for these large lines in 
the same degree that the conference 
companies are by virtue of their in- 
ability to vary from their rate schedules 
filed with the various state insurance de- 
partments. 

Some of the large automobile writing 
companies are not enthusiastically in 
favor of this suggestion because they 
already control a number of choice fi- 
nance company risks and they stand to 
lose something if this business were all 
pooled. 





Wanted! 





WESTERN PENNSYLVANIA FIELD MAN 


A well established association fire company group is looking for the 
services of an experienced field man to travel western Pennsylvania terri- 
tory. This is a fine opportunity for a high grade man. Address, giving 
experience, references and salary expected, 

Box 1126 
The Eastern Underwriter Co., 110 Fulton St., New York 








BROOKLYN FIRE DIVIDEND 


Company Declares Special Payment of 
45 Cents A Share; Reynolds Elected 
A Vice-President 
The Brooklyn Fire last Thursday de- 
clared a special dividend of forty-five 
cents a share on the 200,000 shares of $5 
par value outstanding. When this divi- 
dend is paid the company will have paid 
$1.20 a share to stockholders this year, 
equal to 24% on the $1,000,000 outstand- 
ing capital and to 6% on the $4,000,000 
paid into the treasury of the company 
by stockholders. This special dividend 
will be payable December 20 to stock- 
holders of record December 10. A divi- 
dend of thirty cents a share for the first 
quarter of 1930 was also declared, that 
dividend to be payable on January 1, 
1930, to holders of record December 20. 
The Brooklyn Fire is under the man- 
agement of Corroon & Reynolds, Inc. 
William J. Reynolds of Corroon & Reyn- 
olds, Inc., was last week elected vice- 


president and secretary of the Brooklyn, 
and Alexander Heid president of John 
A. Eckert & Co., was elected a director 
to fill the vacancy caused by the death 
earlier this year of John A. Eckert. 








FOYLE WITH NATIONAL UNION 

J. C. Foyle has joined the National 
Union of Pittsburgh in its inland marine 
department. He was formerly with the 
western marine department of the Home 
of New York in a similar capacity. 


Bruns’ Talk To Agents 


(Continued from Page 18) 
surance companies in America deliberate- 
ly refuse to exercise their inalienable 
rights. 





“It would indeed be a great shock to 
a board of directors and to officers of 
practically any fire insurance company 
to see at a stockholders’ meeting a very 
representative group of stockholders who 
are insurance agents, but I am absolute- 
ly convinced that these officials and these 
directors will most sincerely and enthusi- 
astically welcome these stockholders at 
their annual meetings, and I know that 
the privilege of. the stockholder to ask 
questions, to intimately learn the diffi- 
culties and the problems of the adminis- 
tration will be a welcome and an en- 
lightening experience for both agent, di- 
rector and official. We will hate less as 
we know each other better. 


“At these meetings of great compa- 
nies a kinship will develop and in ordi- 
nary course some of the great minds 
among the stockholders—agents of these 
insurance companies will be invited to 
become directors of their respective com- 
panies—and that will be the beginning 
of the solution. 


“In my own city a leading agent, a 
real competitor of mine, has just been 
elected a director of one of our great 
stock fire insurance companies. This 
man will be one of the greatest assets 
that this insurance company has, be- 
cause he will bring to the directors of 
his company and to its officials, no di- 
vided alliance but an intimate picture 
of the problem of the producer, of the 
opportunity of the producer, and, not 
the least, of the ability of the producer 
—the local agent of America. Is it not 
fair to assume that he in turn will tell 
his fellow agents something of company 
problems, as he for the first time in- 
ternally knows and understands them? 

“T speak to you as one most interested 
in the problem of fire insurance. In my 
own agency casualty insurance repre- 
sents about one-half of our income but 
I, frankly, think that the casualty busi- 
ness is considerably ahead of the fire 
insurance business in the intimate con- 
tact and understanding of those associ- 
ated in building great structures.” 
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P. H. Goodwin Condemns 
Excessive Commissions 


HITS BRANCH OFFICES ALSO 





Head of Local Agents’ Executive Com- 
mittee Pleads For Co-Operation 
With “Loyal” Companies 





Vigorously and. frankly condemning 
non-policy writing agents, excessive com- 
missions, non-co-operating companies 
and branch offices for fire companies, 
Percy H. Goodwin, San Diego, Cal., 
chairman of the executive committee of 
the National Association of Insurance 
Agents, spoke last week before the an- 
nual meeting of the Los Angeles Insur- 
ance Exchange at Los Angeles. He 
urged the local agents of the country 
to affiliate themselves strongly with the 
fire and casualty companies which are 
deemed loyal to the American agency 
system, to oppose the further spread of 
branch offices, to refrain from thought- 
lessly accepting commissions in excess 
of what they, the agents, know they 
should be, and to use all their strength 
to see that the non-policy writing agent 
is gradually but surely eliminated from 
the insurance production field. 


Mr. Goodwin began by stressing the 
necessity for more complete agency or- 
ganization. He said that the idea for- 
merly held among large city agents, that 
the local board is all powerful and noth- 
ing further is to be gained by state and 
national association membership, is evap- 
orating, saying: 

“If the state and national associations 
today should cease to function within 
six months your local troubles would be 
so increased that conditions of today in 
retrospect would seem like Utopia, and 
each one of you then would be willing 
to pay any reasonable sum to bring the 
state and national organizations back to 
where it is today. 

Co-Operating Companies 

“The time has arrived,” said Mr. 
Goodwin, “when a large number of the 
co-operating companies of the United 
States realize that agency organization 
is as necessary for their own interest 
and the interest of the insurance busi- 
ness in general as for the producer. For- 
tunately, the large majority of stock in- 
surance companies of today are co-oper- 
ating companies which believe in the 
producer and believe in the American 
Agency System, but unfortunately there 
are still a few which are destructive fac- 
tors rather than constructive, which al- 
ways want to try something new, which 
will not co-operate with other insurance 
companies, which want to play a lone 
hand, which would like to see the dis- 
integration of the American Agency Sys- 
tem. It is this type of company and the 
new type of banker-controlled company 
management that makes it necessary for 
the producer to strengthen his hand and 
strengthen his organization for the ben- 
efit of the co-operating company and the 
insuring public as well as for himself.” 

Increase in acquisition cost under the 
branch office was set forth by Mr. Good- 
win: 

“The majority of the co-operating 
companies do not believe in branch of- 
fices. They know it will increase the 
acquisition cost of business. They know 
it will decrease the efficiency of insur- 
ance service and they know that eventu- 


ally it will decrease premium income.. 


But if the few companies which do be- 
lieve in branch offices, which desire to 
try something new, are successful in their 
efforts the co-operating companies may 
be forced against their own judgment to 
duplicate the branch office of their com- 
petitors. 

“I know there are a few agencies or 
producers who in moments of despair 
have said that they would like to see 
branch offices established but in saying 
this these agents do not visualize nor do 
they realize the eventual effect of branch 
offices. They think only of a branch 
office as one which will do all the work 
but accept business only from the legiti- 
mate licensed agent—possibly a member 


of his own local board or exchange— 
but if branch offices are established this 
condition will not prevail. Branch of- 
fices, when once established, will take 
business from any source they can get 
it, from any type of producer, and many 
of them have advocated the breaking 
down of the agency licensing system so 
that members of the insuring public 
could come to their branch offices and 
place their business over the counter 
and receive a premium discount for so 
placing the business and as a bonus for 
placing it direct and not through an 
agent. Under the existing licensing sys- 
tem branch offices would appoint any- 
one that might apply, as solicitor or 
agent, anyone from the garbage col- 
lector to the high-powered attorney. Un- 
der the branch office system agency so- 
licitation would be increased many hun- 
dred fold, to the end that in time there 
would be few service giving agencies 
left and the overhead expense or ac- 
quisition cost would be increased prob- 
ably to the point where there would be 
no profit in the agency business.” 
Non-Policy Agents 

As to non-policy writing agents, Mr. 
Goodwin took the position that a con- 
dition which has grown to such propor- 
tions over a period of years cannot be 
remedied over night, but must be al- 
lowed a period of time for its gradual 
elimination. 

_“The non-policy writing agency condi- 
tion today,” he said, “is very serious, 
and your national association is going 
to do everything in its power to bring 
about a discontinuance of this system. 
There is not a manager or executive that 
can defend the non-policy writing agent. 
They frankly state there is no defense 
for the non-policy writing agent but 
that it is a condition brought about over 
a period of years by company greed for 
business and by competition. You gen- 
tlemen have all the overhead expense 
of a large organization. You service 
your business. You pay big salaries for 
engineers properly to protect your as- 
sured. You undoubtedly give service 
away beyond that given by any com- 
pany and yet your own company will 
appoint a non-policy writing agent or 
commission-grabbing agent who gives no 
service, probably has no office but a 
cubby-hole at home, who does not know 
the business or the policy he sells but 
takes the order and the company does 
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the rest, even to making out his bill— 
and then pays this non-policy writing 
agent the same commission that they 
pay you. No wonder there is no defense 
from any source of this condition. For- 
tunately, some companies are seeing the 
light and publicly are stating that they 
intend to do away with their non-policy 
writing agents. 

“We realize that it is going to take a 
period of time to do away with the non- 
policy writing agent. We have allowed 
this condition to proceed to a point 
where we cannot be fair to our co-op- 
erating companies by requesting an im- 
mediate discontinuance of this system. 
We must give our co-operating compa- 
nies time to educate their non-policy 
writing agents to the point where they 
can become policy writing agents—at 
least a large majority of them—so when 
the time comes to do away with the 
non-policy writing agent the premium 
loss will not be as great as it would be 
at the present time. If the present sys- 
tem of non-policy writing agents should 
be discontinued immediately it would in 
a great many cases result in this type 
of agent transferring his business to 
the non-board, cut-rate and excess com- 
mission paying company which would be 
of no benefit to the legitimate producer 
and considerable detriment to the co- 
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operating company. Consequently, this 
matter will have to be handled in fair- 
ness to all concerned but to the ultimate 
end that the non-policy writing agent 
will cease to exist.” 
Non-Co-Operating Companies 

Mr. Goodwin was vehement on the 
subject of non-co-operating companies. 

“Oh, if I were only able to express 
to you my feelings on this subject! With 
so many good, large co-operating com- 
panies existing in this country today, 
how any agent or any producer believ- 
ing in the future of his own business 
and believing in co-operation and organ- 
ization can continue to represent any 
company placed on the non-co-operating 
list is far more than I can understand. 
Why any agent will allow his acquaint- 
anceship for some individual or some 
special agent or for some special favor 
to himself to influence him in continu- 
ing to represent a non-co-operating com- 
pany is beyond me, and as far as |, 
personally, am concerned I would go 
still further and under no conditions rep- 
resent any company in the same fleet 
or under the same management that had 
a company in that fleet or management 
on the non-co-operating list.” 

Under “Conditions of Today” Mr. 
Goodwin formulated this interesting sim- 

(Continued on Page 28) 
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Organized 1819 


This is the oldest fire insurance company of France, having been 
continuously in business for more than one hundred years. 
United States Branch was established in 1910. 
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a “AMERICA FORE" Hit of the Fall Season— 


ne 
eee 


The “All Risks” Personal Fur Floater sold by the 
First American and other fire companies of the “America 
Fore” Group. 


If you do not sell your clients who need this excellent 
protection for so necessary a part of every well-dressed 
woman’s winter wardrobe, you are missing an opportunity. 


Send for your supplies and get busy, so as the temper- 
ature goes down, the figures of your premium income will 
rise. 


FIRST AMERICAN 


FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


ERNEST STURM,Cuainman oF tre Boano. 
PAUL L.HAID, Paesioenr. 


CASH CAPITAL — ONE MILLION DOLLARS 









NEW YORK CHICAGO SAN FRANCISCO DALLAS MONTREAL. 
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Wm. Quaid Justifies 
Fire Company Expenses 


TALKS TO ILLINOIS AGENTS 





Says Return in Loss Payments on Pre- 
miums Is Only Part of Benefit 
Given to Public 





The expense item of fire insurance 
should be brought out in the open when 
local agents solicit sales, and insurance 


sold on the basis not only of the loss 
collected but on what the expense of 
the dollar brings to the buyer, William 
L. Quaid, vice-president of the Southern 
Fire of New York told the members of 
the Illinois Association of Insurance 
Agents at their annual convention last 
week. This method of making a sale is 
seldom used, said Mr. Quaid, because 
local agents are often shy about talking 
of fire insurance expenses. However, 
after giving the subject a good deal of 
thought, Mr. Quaid is convinced that the 
biggest return that the buyer of fire in- 
surance gets is out of the expense part 
of the dollar premium rather than out of 
the loss payments. 

“Now, what happens is that we get in 
the habit of thinking that if a man pays 
a premium of $100 that unless he collects 
some loss under his policy,” said Mr. 
Quaid, “that out go is $100. Well, as a 
matter of fact, the company pays out 
the larger part of that $100 in loss and 
retains only the smaller part of the 
premium as the expense of manufactur- 
ing and selling the policy. 

“Now let us take the company end 
of it. For the part of the expense that 
the company is under, what does the pol- 
icyholder get? Well, there is no doubt 
in my mind that he gets a much bigger 
return out of this part of the expense 
of the dollar premium, that it is far 
greater than the loss collected part. He 
gets first the background of these great 
financial institutions represented by our 
stock fire insurance companies, that wrap 
his property up in a blanket of protec- 
tion, without which there would be no 
peace of mind, no financial stability and 
no basis of general credit. Think of the 
way that the fire insurance ratio has 
gone down, due almost entirely to the 
great fire prevention work that the in- 
surance companies have done and are 
doing. Just think for a minute of the 
Underwriters’ Laboratories, what they 
have done and what they mean to the 
community in safeguarding the home, 
the factory. 

“As a matter of fact, I am reminded 


somewhat of insurance by an article that 
I read some little while ago written by 
a minister on the present situation of 
the church in which he said, ‘If you do 
not believe that the church and religion 
is a tremendous force for good in the 
community then take the church and 
religion out of the community and see 
where you go from there.” So I often 
think if we would all pause a little and 
think what this country would be with- 
out fire insurance, then we would get 
some idea of the value of insurance. 


Services of the Agent and Broker 

“Now let us consider the agent’s or 
broker’s expense part of the dollar pre- 
mium. Let me give you just a very re- 
cent occurrence to show you what I 
mean. One of our agents was asked to 
write $12,000 on household furniture and 
$15,000 on the dwelling of a man in this 
city. This man lives somewhat out of 
the city and the agent went out to in- 
spect the property. He said to the man, 
‘Is $12,000 all that you have on your 
household furniture?’ and the man re- 
plied that it was all that he wanted. 
The agent remarked to the man that 
he had some very fine rugs; as a matter 
of fact, the rug that he was standing on 
was one of the finest he had ever seen. 
The agent then asked the man the value 
of the rug, to which he replied $10,000. 
The agent then said that he did not care 
to write the insurance. 

“The prospect was much upset and 
wanted to know the reason why and the 
agent said to him, ‘If you had a big loss 
here and had only $12,000 worth of in- 
surance I should feel that I had not 
done my proper duty by you.’ The man 
then wanted to know what suggestions 
the agent had to make. The agent in- 
formed him that if he would employ an 
appraisal company to appraise the furni- 
ture and the dwelling and let him write 
this insurance to 80% of the valuation 
that he would feel that he was doing 
what was right. The man said that was 
rather expensive and the agent said it 
was but it was also essential. This man, 
being a business man, saw the virtue of 
this and said he would go through with 
it. The agent wrote $100,000 on the 
household furniture and $60,000 on the 
dwelling. 

“Last winter when the policyholder 
was abroad the risk burned and was al- 
most a total loss. They had hard work 
locating the man in Europe but he was 
finally located and returned to this coun- 
try much upset. The agent met him at 
the pier and they drove together to the 
home city, where the agent and the ad- 
justers, having completed the adjustment, 
handed this man something like $120,000. 








The policyholder was amazed because 
he did not understand that this was the 
way that insurance business was done. 
Of course, this is an isolated case but 
I could go on repeating case after case 
where the difference between financial 
catastrophes were only averted by insur- 
ance being handled in a proper way.” 


AIDS FIRE PREVENTION 
Travelers Fire Staff and Field Men 
Make Many Talks From Platforms 
and on Radio 
During the observance of Fire Pre- 
vention Week throughout the country 
several hundred talks were made by field 
and staff members of the Travelers Fire 
of Hartford before luncheon clubs, civic 
organizations, over radio stations and 
before public schools. In its activities 
during the week the Travelers co-oper- 
ated with the National Board of Fire 
Underwriters and local chambers of com- 

merce in fire prevention programs. 

Incomplete reports received by the 
company from the field show that nu- 
merous radio stations arranged for time 
in the interests of fire prevention, Some 
of the stations where Travelers repre- 
sentatives were listed to appear include 
approximately ten in New York state, 
several in New Jersey, Missouri, Iowa, 
West Virginia, Massachusetts and Cali- 
fornia as well as from the Travelers’ 
station, WTIC. More than 100 talks 
were arranged for Travelers representa- 
tives in New York state alone. In addi- 
tion to many of the larger cities, a large 
number of the small cities and towns 
were included in the itinerary arranged 
in co-operation with the National Board 
of Fire Underwriters. 


. AGENCIES INCORPORATE 

The K. S. Walker Agency of Haledon, 
New Jersey, with headquarters at 374 
Morrissee avenue, has been incorporated 
with a capital of 4,100 shares, no par 
value. The incorporators include Ken- 
neth S. Walker, New York; Jesse A. 
Pulis, Haledon, and Lavaille, Richmond 
Hill, L. I. Another agency to incor- 
porate during the past week was the 
S. A. Press Co., general insurance agents 
with offices at 2509 Pacific avenue, At- 
lantic City, with 100 shares, no par value. 
The incorporators include Benjamin 
Auerbach, Isidore I. Fried, and Samuel 
A. Press, all of Atlantic City. 











GOES WITH FRANK PRESBREY 

R. S. Trowbridge has resigned from 
the advertising department of the Home 
Insurance Co. and is now with the Frank 
Presbrey advertising agency. 





FIRE REINSURANCE BOOK 





Comprehensive Study of the Subject 
Contained in New Book by Paul 
Thorin, French Economist 


Paul Thorin, doctor of political science 
and economics, a Frenchman, has writ- 
ten an interesting book on fire reinsur- 
ance, published by the Imprimerie Or- 
leanaise, Orleans, France, under the 
auspices of the insurance publication, 
“La Reassurance.” 

In his book Paul Thorin gives a 
comprehensive and intensive study of 
reinsurance. Mr. Thorin does not 
confine his work to the general theories 
as the size of the book (93 pages) would 
lead one to believe but rather shows the 
practical side of reinsurance business 
basing his remarks on balance sheets and 
statements of leading reinsurance com- 
panies. e 

He knows how to make this material 
interesting reading matter. On the other 
hand he has thoroughly studied the re- 
insurance literature, i. e., about fifteen 
German, ten French, two Italian and the 
few books in the English language ex- 
isting on the subject so that not too lit- 
tle space is given to theories. French 
as well as foreign students of reinsur- 
ance will find the book an excellent in- 
troduction into the subject and the com- 
prehensive bibliography will be helpful in 
going farther into the matter. 

Some of the most interesting features 
of the book are the Swiss statistics sup- 
porting clearly the theory that modern 
industrial development and the fact that 
insurance coverage is available have 
tended to increase fire losses by increas- 
ing the physical as well as the moral 
hazard. 





ACTS AS STATE AGENT 


J. A. Belmeur has been carrying on 
the supervisory work of the St. Paul 
group in Virginia since Bernard P. Car- 
ter, state agent for the group, resigned 
recently to enter the general agency 
business. Mr. Belmeur was special agent 
for Virginia under Mr. Carter, having 
filed this post since the first of the 
present year. The company, it is un- 
derstood, plans to put another man in 
the field soon to assist Mr. Belmeur. 





HARD-BOILED LETTERS FUTILE 


An interesting article on the futility 
of the hard-boiled collection letter 1s 
published in the October issue of “The 
Accelerator,” the monthly publication of 
the Boston and Old Colony companies 
of Boston. 
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Sees Better Buying 
For Insurance Stocks 


E. S. GOODWIN GIVES HIS VIEWS 





Hartford Investment Specialist Says Up- 
ward Move Will Come After Lull 
in Other Stocks 





Stocks of leading fire insurance com- 
panics,, which, on the basis of earnings, 
are currently selling at half to two- 
thirds the prices of New York bank and 
trust company stocks, are bound to re- 
ceive more attention in the market as 
the rise in price of bank and trust stocks 
slows up, according to Edward S. Good- 
win, vice-president of the Insuranshares 
Management Co., and a member of the 
investment firm of Goodwin-Beach & 
Co. of Hartford, Conn. Mr. Goodwin, 
who is an authority on insurance securi- 
ties, has completed an analysis of insur- 
ance stocks and with respect to their 
value says: 

“The chief items of interest in the un- 
listed securities market have been the 
New York bank stocks because of mer- 
gers, the formation of security affiliates 
and the extension of business of certain 
institutions into new lines. This concen- 
tration of interest has been so marked 
that the bank and trust stock group is 
probably selling today at more than one 
and one-half times the insurance group 
in proportion to earning power. 

Growth Is More Rapid 


“Under the circumstances it seems in- 
evitable that the insurance group should 
receive more attention once the rise in 
price of other stocks slows down to nor- 
mal or is halted, as sooner or later it 
must. 

“There is another reason why the in- 
surance stocks are ultimately assured of 
more sponsorship. Under normal condi- 
tions there are forces at work which 
cause the insurance companies to grow 
faster than the banks, with consequent 
increases in earning power which inevit- 
ably must be felt. One cannot avoid 
the conclusion that any equity stock 
which enjoys substantial business growth 
obtained without sacrificing the quality 
of its business, must increase in value 
when the growth is rapid, as in the case 
of insurance business, and when a con- 
siderable portion of such growth arises 
out of the plowing back of earnings. The 
ultimat increase of value, given such 
circumstances, is not only surprisingly 
great but absolutely certain.” 

A forerunner of the anticipated gen- 
eral upward movement in insurance 





Tests For Good Window Displays 


By R. C. DREHER, 
Advertising Manager, Boston and Old Colony Companies 


These valuable tips to local agents on 
how to make good use of their window 
displays were published in the October 
issue of “The Accelerator,” the monthly 
publication of the Boston and Old Col- 
ony companies. Mr. Dreher is also editor 
of this magazine. 

Some local agents may say that win- 
dow displays do not matter and that they 
sell insurance without them. Granted— 
but the facts are, first, that they would, 
by a really effective window display, 
arouse and increase the desire to buy 
insurance in the minds of the people 
in their community. Second, the insur- 
ance buying public like to buy their in- 
surance from the most progressive agen- 
cy, and distinctive and attractive window 
displays help to put over this suggestion. 

Ideas for good insurance window dis- 
plays, however, do not come easy. They 
require a lot of thought and observa- 
tion. When you think you have an idea 
that is good, make a rough pencil sketch 
of it. Study it—and before you erect 
it judge it by the following recognized 
tests: 

Attention Value 


Will it attract the eye of the passer- 
by? One sure way of securing atten- 
tion is by means of action. For ex- 
ample—paper flames blown out of the 
windows of a toy house by means of an 
electric fan. A spot of vivid color. a spot 
light or some unusual arrangement or 
an unusual scene, so say. experts who 
have made surveys of window-display 








stocks, according to the analysis, has 
been the rapid appreciation in value 
within the last few months of equity 
stocks owned by fire insurance compa- 
nies. Mr. Goodwin attributes this to the 
bull market and the fact that fire in- 
surance companies, which are compara- 
tively free from investment restrictions, 
used their large surpluses, built up to 
meet contingencies, to purchase equity 
stocks. The portion of these surpluses 
free from investment restrictions, he ex- 
plained, is proportionately much larger 
than that of casualty and life groups, 
and recent additions from market profits 
and appreciation of investments have up 
to the present resulted in a stronger 
current upward movement for fire than 
for other insurance companies. 





circulation, will cause people to stop and 
look. 
: Sales Power 

Don’t put in a window display just 
to make your window look nice. That’s 
wasting a valuable advertising medium. 
Bear in mind that those that look at 
what is displayed see what it will do 
for them. Your windows should have 
the urge to make the passer-buy desire 
the form of insurance you are featuring 
or the individual service your agency 
renders. 

Arrangement 

To get the proper effect your display 
must have balance—just as in a billboard 
or newspaper advertisement. If real 
thought is not given to this phase your 
display is apt to be “one-sided” or “top 
heavy” and will confuse the onlooker. 
Your main feature should be centered 
and placed about even with the eyes so 
that it won’t be necessary to stoop or 
stand on tiptoe to get the message. An- 
other point to guard against is not to 
let your main feature be overshadowed 
by the background. The only reason 
for a background or accessories is to 
emphasize or lead the eye to the impor- 
tant point of your display. 

Colors 


After you have caught the eye of the 
passer-by you must hold it until your 
message has been put over. If the col- 
ors you use are harmonious and pleas- 
ant you will succeed, but if they clash 
the onlooker will be confused and con- 
tinue on his way. Don’t use tints; use 
strong colors such as red, blue, orange, 
etc. Strong colors will lead the eye to 
the display. 


Lighting Effects 


If your window is to be just as at- 
tractive at night as in the daytime cor- 
rect lighting is essential. Carefully 
planned lighting will make your displays 
unusually attractive, but careless lighting 
will ruin it. First of all, your lights 
should be concealed and come from 
above and in front of the display so as 
not to blind those who stop to look. 
For flood lighting, soft lights such as 
amber, night blue, etc., are the best, 


but for spot lighting vivid colors should 
be used. An interesting effect can be 
secured with a night blue flood light and 
You will be able 


an orange spot light. 





to get many ideas along this line by 
studying store windows and consulting 
your electric light company. 
Originality 

As your display must compete with other 
window displays in your block for the 
attention of the passer-by, yours must 
be “different.” This does not mean that 
yours must be more expensive. If the 
other displays are elaborate, make yours 
simple but striking. If you follow this 
rule your windows will have the larger 
audience. People will talk about them. 
They will stamp your agency as pro- 
gressive. 

ama Timeliness 

A fair window that is timely will out- 
pull a good display that is not. Capital- 
ize on important events, both local and 
national, and play up holidays and sea- 
sons. 





AETNA FIRE FIELD CHANGE 


The Aetna (Fire) has announced the 
transfer of special agent C. J. Malcolm 
from Calgary, Alberta, to Toronto, On- 
tario, and the appointment of G. L. Pratt 
as special agent to fill the vacancy at 


Calgary. Mr. Malcolm is a native of 
Rosebank, Manitoba. Leaving high 
school, he took a two years’ academic 


course at Western Canada College, Cal- 
gary. He joined his father in a gen- 
eral insurance agency business at Red 
Deer, Alberta, where he remained until 
his connection with the Aetna in March, 
1921, as special agent for Alberta. Mr. 
Pratt has had many years’ experience as 
a field man in Alberta. 





NOYES SKYSCRAPER PLAN 

Charles F. Noyes, well-known real es- 
tate operator in New York, who handles 
much of the business in the insurance 
district, is associated with David Schulte 
in the plans to build an office building 
of 150 stories, a quarter of a mile high 
and two blocks wide at a cost of nearly 
$100,000,000 just north of City Hall Park. 
Nothing can be done on the actual erec- 
tion of the building for nearly another 
decade as leases on the property now on 
the site of the proposed skyscraper do 
not expire for eight years. 





FIRST NATIONAL IN MASS. 
The First National of Seattle has been 
admitted to Massachusetts to write fire, 
marine and sprinkler leakage insurance. 
The company has named John H. Mad- 


den of Lynn as Massachusetts state 
agent. The company has assets of near- 
ly $3,500,000 
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Further Reports On 
Separation In N. J. 


PRELIMINARY FIGURES GIVEN 





Observers Cite How Agencies in Vari- 
ous Counties Are Going, Based on 
Decisions Already Made 





Some interesting though wholly unof- 
ficial figures have been prepared dur- 
ing the last week by observers in New 
Jersey giving the percentages of agents 
in various counties of the state who have 
signified their intention of separating in 
favor of the companies belonging to the 
Eastern Underwriters’ Association. These 
figures are based upon the number of 
agencies in each county and not upon 
the volume of business written. The 
figures by counties follow: 


Perret (OG. Ks. . tun sess aies eee 60% 
oi Te MP Se C2 par SAP oN rrr Sere 75% 
iris ao. ~ ons Seok cera easee 60% 
et \ ele, © chee ao en 75% 
Manmuonth 4c0; <6 ti.c. 0s s0 ee nes 0% 
Ee a CCR URS een eT Se 75% 
Pied ob 2 cee ches eee 65% 
Dia Wea a eae aes ey. 75% 
Cane MG; cance esse nese en Uncertain 
Dwtamter Kies. oo sss cee shen een cee 90% 
Burlington Co...... Figures Unobtainable 
Oe, gay 0 aap eee nares SuPer ony aay 50% 
PETROL ACO. a.oicch a0 ce bee sek were 85% 
NN dy Ge Oe ers Pos 50% 
Piston Sa oo... sce eee es 95% 
MIRE, BOO whos doc oes saws heehee 50% 
Comioeniand G50... ss: 535%%0 Uncertain 
Cane Paw WO), 5 06055 0scews ees Uncertain 
GIS Cia ale Aes tes os Shee 75% 
Gioucrster (0..6.23 6s0sa05 Not Obtainable 
GUN MGS, 5S ba cep ewa eee cones 90% 


It has also been announced that B. W. 
Douglas, with offices in the Firemen’s 
building, Newark, has resigned the agen- 
cy of the Firemen’s of Newark and has 
been appointed an agent for the Amer- 
ican of Newark. 

In New York City the home offices 
of the fire companies report that reports 
are coming in.slowly but indicate that 
the conference companies are securing 
a satisfactory number of the agencies 
which have already: separated. 

Just a little more than two weeks have 
passed since separation has become ef- 
fective in New Jersey. Several compa- 
nies gave their agents until Tuesday to 
make up their minds one way or the 
other but the majority of companies are 
not pushing their agents. In New 
3runswick six of the agencies which 
were inclined to be outlaws have signed 
contracts with the conference companies. 
In Bergen, Hudson and parts of Essex 
counties the situation has changed but 
little, only a few of the agents having 
aciually signed. 

Conference company officials say that 
the older agencies are beginning to sce 
the proper light of things, but they ad- 
mit that they are having some little 
trouble with the younger element who 
are “holding out” until the last minute 
hoping something will turn up that will 
break in their favor. 

A peculiar situation has arisen with 
the agents who have given up the non- 
conference companies. Some of these 
companies control casualty companies 
that stand high in that particular line 


of business and the agents are begin-- 


ning to wonder if the agencies of these 
casualty companies will be taken from 
them because they have resigned the 
agency of the fire company. This move 
is being watched closely as it will be 
somewhat of a blow to agents who have 
been doing a large casualty business with 
these companies if they lose their agen- 
cies, 





E. J. CONROW’S NEW POST 


Edward J. Conrow, formerly with the 
Westchester Fire and Crum & Forster, 
is now with the London & Lancashire’s 
local office in New York. 





N. Y. C. FIRE LOSSES DOWN 

Fire losses for New York City showed 
a return to normal in September after 
being excessively high for several months 
this year. The loss committee ‘of the 
New York Board of Fire Underwriters 
reports that losses handled by the com- 
mittee in September amounted to $377,- 
115, compared with $446,737 in Septem- 
ber, 1928. For the first nine months of 
this year, however, the incurred losses 
are still above the 1928 figure, the in- 
curred losses to October 1, 1929, being 
$9,165,973, against $8,632,385 for the same 
period last year. The losses handled 
by the board are about 55% of all that 
occur in the city. 





WITH GEORGIA’ HOME 


Colonel James May Young, special 
agent of the Georgia Home, one of the 
Home of New York fleet, for Virginia, 
North Carolina and West Virginia, with 
Richmond headquarters, has been given 
an assistant to aid him in field super- 
visory work. His assistant is his neph- 
ew, James Young, son of his brother, 
John P. Young, Kentucky state agent 
for the New York Underwriters. The 
young man comes to his new field work 
from Louisville, where he has been as- 
sisting another uncle, Hugh W. Young, 
independent adjuster of that city. 





SOUTHERN FIRE AGENTS 
The Southern Fire of New York is 
enlarging its agency plant in the nu- 
merous states it has entered in the last 
few weeks. Following are some of the 
latest agency appointments: J. W. Mor- 
rison, Inc., at Ocean City, N. J.; J. H. 
Johnson & Co. at Clarksdale, Miss.; 
Thomas E. Hellar Agency, at York, Pa.; 
Frank R. Lieb & Son, at Harrisburg, 
Pa.; Sheldon Agency, at Fair Haven, 
Vt.; Mathog & Brenner, at New Haven, 
Conn.; Frank C. Hartman, at East 
Haven, Conn.; Fidelity Agency, at Nor- 
walk, Conn.; John Onofrey, at Stratford, 
Conn.; and Weems & Chambers, at 

Meridian, Miss. x 


SYLVANIA EXTRA DIVIDEND 

Directors of the Sylvania of the Cor- 
roon & Reynolds, Inc., group this week 
declared an extra dividend of 60 cents a 
share in addition to the regular quarter- 
ly dividend of 37% cents a share on the 
150,000 shares of stock outstanding. Divi- 
dends are payable November 1 to stock- 
holders of record October 18. The com- 
pany has been under the management 
of Corroon & Reynolds since May 1, 
1928, and during the last year has made 
fine financial gains. Capital, surplus and 
voluntary reserves as of June 30 exceed- 
ed $5,200,000. 


ST. PAUL FIELD CHANGE 

Harold R. Trickey will assist J. A. Bel- 
meur in supervising Virginia for the St. 
Paul Fire & Marine group of compa- 
nies but it will probably be a month 
or more before he enters upon his new 
duties, coming from the home office. 
Mr. Belmeur for the past year has been 
special agent of the St. Paul in the Vir- 
ginia field, working with State Agent 
Bernard P. Carter. Mr. Carter resigned 
his post recently to enter general agen- 
cy work. 





N. T. ROBERTSON IN WEST 


Norman T. Robertson, president of the 
Germanic Fire, left on Tuesday of this 
week for an extended business trip which 
will include agency visits in New Or- 
leans, various Texas centers, Los An- 
geles, San Francisco, Portland, Seattle 
and Canadian points. He will be away 
for about a month. 





F. S. HOSKINS DIES 

F. S. Hoskins, manager of the Cleve- 
land office of the Home of: New York, 
died suddenly’ last Friday following a 
heart attack. He had been with the 
Home group for over 30 years and had 
many close friends in the business. Fu- 
neral services were held Monday. 


ALL is the season for reap- 

ing results, but the harvest 
depends on the planting, 
ploughing and cultivating that 
have gone before. 


The Northern appreciates the 
problems of its agents in culti- 
vating business in their fields of 
labor and is desirous of help- 
ing them to develop a healthy 
growth. 


It is our hope that in sowing the 
seed of cooperation, in cultivat- 
ing the business plant with help- 
ful suggestions, and in threshing 
out the agents’ problems, the 
Northern really assists its agents 
in harvesting a bumper crop of 
premiums. 
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34 Companies Enter 
Conn. In Single Year 


OVER 500 NOW IN THAT STATE 





Of Those Recently Admitted Thirteen 
Were Fire and Eleven Casualty 
Companies 





Licenses to operate in Connecticut 
have been issued to thirty-four insur- 
ance companies by the Connecticut In- 
surance Department during the current 
year up to September 30, Insurance Com- 
missioner Howard P. Dunham announced 
this week. With the admission of these 
companies the total of all companies, 
stock, mutual and fraternal, now doing 
business in this state has been increased 
to five hundred. 

Twenty-four of the thirty-four compa- 
nies admitted to do business in Connec- 
ticut during the first nine months of the 
year were stock fire and stock casualty 
companies, thirteen being licensed to 
write fire insurance and eleven to write 
casualty. The remaining ten included 
seven mutual fire companies, one life 
insurance company, one title and guar- 
anty insurance company and one frater- 
nal society. 

During the year 1928 the department 
issued licenses to a total of thirty-eight 
companies, including twenty stock fire 
. companies, seven stock casualty com- 
panies, two life insurance companies, five 
mutual fire companies and four mutual 
casualty companies. 

That there have been organized an 
unusually large number of new stock 
fire and casualty companies is reflected 
in the applications for licenses to do 
business in Connecticut. In the past 
twenty-one months twenty-three stock 
fire insurance companies and fourteen 
stock casualty companies, most of them 
newly formed, received. licenses to do 
business in the state. 

Before a company is allowed to op- 

erate in Connecticut the insurance de- 
partment first inquires as to the finan- 
cial resources and responsibility of the 
company. With the influx of many new 
companies during the past two years un- 
usually careful scrutiny of applications 
has been necessary and many applica- 
tions for admission have been denied. 
Of the five hundred insurance compa- 
nies now doing business in Connecticut 
two hundred and sixteen are stock fire 
companies, one hundred and five are 
stock casualty companies, forty-one are 
life companies, eighty-five are mutual 
fire companies, fifty-one are fraternal 
societies and three belong to miscel- 
laneous classifications. 





H. G. TREISS’ ANNIVERSARY 
H. G. Treiss who started his agency 
on October 15, 1924, is now celebrating 
his fifth anniversary as head of this suc- 
cessful office, and at the same time his 
twenty-fifth anniversary in the insur- 
ance business. This agency represents 
for the metropolitan and suburban dis- 
(tiets the American National Fire, Em- 
Dire Fire, Ajax Fire and the Fulton 
Fire. It is understood that the agency 
Will soon take on a casualty company. 





MONARCH FIRE IN MASS. 

The Monarch Fire of Ohio, the new 
‘ompany of which Ralph Rawlings is 
President, has been admitted to Massa- 
chusetts to write fire and inland marine 
més. The company has admitted as- 
Sets of $3,950,000 and no liabilities. The 
“pital is $1,000,000. John Paulding 
Meade Co. has been appointed Massa- 
chusetts agent. 





WITH WHITE & CANBY 
The Philadelphia Fire & Marine of 
Ca delphia has appointed White & 
yey; Inc., of 79 John street, New 
ork City, as inland marine agents. 
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LED THE FIELD 








MNDEED she did. For this 
goddess, ideal of grace, vigor and maidenly 
modesty, was queen of the chase. With 
her bevy of buxom companions equipped 
for the hunt she might be seen scouring hill. 
and dale, marsh and mountain. Strangely 
enough her unerring bow and gleaming 
arrows seldom sought their marks in the 
animals of the woods, for Diana was 
guardian of wild beasts and let fly those 
death darts only to atone for injury to her 
sacred herds, or personal insult. 





IANA was the fair, fleet and gracious messenger of CL 
the forests, her own domain. There she ruled supreme 
— her subjects, and meted out justice quickly and 
truly. 

In his field the Home Special Agent visits Home Agents 
as the Company’s direct expression of service. He per- 
forms quickly and surely. 


Wilfred Kurth, President On pp® Cash Capital $18,000,000 
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UNDERWRITERS MUST PAY 





Subscribing Underwriters of A Lloyd’s 
Association Held Liable For All 
Losses and Expenses 

According to a report filed last week 
by Insurance Superintendent Albert 
Conway of New York on the liquida- 
tion of the Liberty Underwriters’ As- 
sociation, the subscribing underwriters 
are liable for the losses and expenses 
of the association. The report gives the 
balance due and unpaid on the notes of 
the subscribing underwriters who owe 
debit balances, and the credit balances 
due those whose subscribing notes were 
paid in full. 

The creditors and policyholders will re- 
ceive 100% with interest, according to the 
report of Superintendent Conway. The 
complicated affairs of the association and 
the large amount of work required to 
unravel the accounts of the subscribing 
underwriters resulted in considerable ex- 
pense but the liquidator pointed out that 
before the affairs of the association are 
closed the expenses will be less than the 
income and the record heretofore main- 
tained by the Liquidation Bureau of 
keeping expenses within income will not 
be broken at the close of the liquida- 
tion proceeding. 

Liberty Underwriters was a Lloyd’s 
association doing a fire insurance busi- 
ness in New York and other states un- 
der a charter granted by the state of 
New York on October 26, 1886. It was 
originally known as Isthmus Lloyd’s of 
the City of New York. In February, 
1917, it assumed the name of the Equita- 
ble Underwriters of New York and on 
December 11, 1917, it became the Lib- 
erty Underwriters of New York. The 
association was examined by an official 
examiner of the Insurance Department 
as of December, 1927, and found to be 
in a hazardous condition. The Supreme 
Court directed the superintendent of in- 
surance to take possession of the as- 
sociation and liquidate its affairs. 


CO-OPERATES ON PREVENTION 





Hartford Fire Takes Active Part in 
Teaching Public Lessons of Fire 
Prevention Week 

A special program of fire prevention 
activities was conducted bv the advertis- 
ing department of the Hartford Fire 
during Fire Prevention Weck. Talks on 
fire prevention, moving pictures showing 
fire prevention films, radio broadcasts, 
poster displays and exhibits were all in- 
cluded in the week’s program. 

Special fire prevention exercises were 
arranged by the Hartford Fire for the 
public schools of a number of Connecti- 
cut towns and cities. Robert J. Lan- 
craft made lectures in all the high 
schools of New Haven, Devon, Milford 
and Hamden, Connecticut. A showing 
of motion picture films accompanied the 
lectures. “The Story of the Wicked Fire 
Giant,” a specially prepared fire preven- 
tion story for children, was read to all 
the grade school children in the above 
towns. The flaming figure of the Hart- 
ford Fire demon as exemplifying the 
destructive power of fire down through 
the centuries was explained to school 
children in simple, easily understood 
words. 

Fire prevention posters were displayed 
on the school blackboards in four hun- 
dred classrooms in New Haven all during 
lire Prevention Weck. 
on fire prevention were made by 
Lancraft over Station’ WDRC at 
Haven. 


Mr. 
New 





TALK ON FIRE PREVENTION 

W. E. Hill, assistant general manager 
of .the National Board of Fire Under 
writers gave a talk on fire prevention 
before the members of the South Orange 
Rotary Club last week. 





TO MEET AT ATLANTIC CITY 
The Western Insurance Bureau will 
hold its annual convention next year, 
the twentieth anniversary meeting, at 
Atlantic City. 


Two radio talks | 


ILLINOIS AGENTS MEET 





Re-Elect All Officers; Instalment Pre- 
miums Not Looked Upon With Much 
Favor in That State 
The Illinois Association of Insurance 
Agents last week re-elected all its offi- 
cers at Rock 
Island. The officers are Robert Troxell, 
president; W. A. Schneider, first vice- 
president; I. J. 


the annual convention at 


Teninga, second vice- 
Budelier, third 


president; Shirley E. Moisant, secretary- 


president; F. J. vice- 


treasurer, and James Newbarger, chair- 


man of the board of directors. The com- 
mittee chairmen include J. A. Giberson, 
Alton, grievance; E. F. Prideaux, Elgin, 
farm; Harry J. Leach, Mount Morris, 
membership; George N. Wright, Aurora, 
legislative; Rockwood Hosmer, Chicago, 
automobile; Allen Murphy, Eldorado, 
fire prevention, and August Torpe, Jr.. 
Chicago, public relations. 

Chauncey S. S. Miller, head of the 
advertising department of the North 
British & Mercantile, gave a talk on 
complete protection, saying local agents 
must be equipped these’ days to supply 


a wide range of fire and casualty insur- 
ance needs to their clients. 

Chairman Hosmer of the automobile 
committee said that instalment premi- 
ums were not meeting wide favor in II- 
Iinois and that agents are fully capable 
of doing individual financing without the 
aid of any agents’ association or com- 
pany financing unit. 





N. C. HOME PROMOTIONS 
F. H. Briggs, Jr., has been elected a 
vice-president of the North Carolina 
Home and George P. Folk was also ¢! ‘ct- 
ed a vice-president but retains his title 
as secretary. 





sentation.” 


Farmers. 








of importance in his community. 


“Any Agent Who Can Qualify” 


One of our agents, writing to President Hawley, said: ‘‘We want to 
recommend the Ohio Farmers Insurance Company to any agent who can 
qualify, and assure him that he and his clientele will never regret his repre- 


We might shout the same words from the housetops and they would 
be considered mere advertising blurb. But when this man (name on re- 
quest) says it, you may be sure it is a conservative statement of fact. 


This man has served and been served by the Ohio Farmers for over 
a score of years. He is active in agents’ association affairs. 


represents, not an exceptional case, but the typical opinion of Ohio Farmers 
agents about their Company. 


If you want a Company you will never regret, ask for the Ohio 


OHIO FARMERS 


INSURANCE CoO. 
Organized 1848 


LEROY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 


What he wrote is significant because it 


He is a man 


OHIO. 
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CORROON & REYNOLDS FLEET 
EXTENDING COUNTRY-WIDE SERVICE AND PROTECTION 


DECEMBER 31ST, 1928, STATEMENTS 
AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK LONG ISLAND FIRE INSURANCE COMPANY 


*Net Resources 


Assets Liabilities Capital *Net Resources Assets Liabilities Capital 
$10,099,162.29 $3,394,266.51 $2,000,000.00 6,704,895.78 $408,657.14 $42,532.38 $200,000.00 $366,124.76 
MBRCHANTS AND MANUFACTURERS FIRE INSURANCE COMPANY 
BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK NEWARK, N. J. (Chartered 1849) 
$4,889,591.12 $755,197.32 $1,000,000.00 $4,134,393.80 $5,774,475.31 $1,291,847.16 $1,000,000.00 $4,482,628.15 


NEW YORK FIRE INSURANCE COMPANY 
(Incorporated 1832) 
$927,051.01 $1,000,000.00 
ee FIRE INSURANCE COMPANY 
URGH, . (Incorporated 1871) 
Sean 535.31 $1,000,000.00 


SYLVANIA INSURANCE COMPANY 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK PHILADELPHIA, PA. 
$5,034,363.88 - $2,255,641.18 $1,000,000.00 $2,778,722.70 $5,327,783.03 $758,805.07 $1,500,000.00 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. 
CLASSES OF INSURANCE WRITTEN 
FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER LEAKAGE, USE AND OCCUPANCY, PROFITS, 
LEASEHOLD ‘AND GENERAL MERCHANDISE. FLOATERS. 


CORROON & REYNOLDS 
INCORPORATED 
MANAGER 


BROOKLYN FIRE INSURANCE COMPANY 


$5,762,813.80 $1,293,331.77 $1,000,000.00 $4,469,482.03 


$2,922,000.19 $1,994,949.18 
GLOBE INSURANCE COMPANY OF AMERICA 
PITTSBURGH, PA. (Incorporated 1862) 
$1,444,878.21 


$813,552.56 $512,000.00 $4,076,176.31 $3,035,641.00 


$2,258,430.77 


$4,568,977.96 


NEW YORK CITY, N. Y. 


92 WILLIAM STREET 
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P. H. Goodwin’s ‘Talk 
(Continued from Page 20) 


ile and pointed out the necessity for 
stronger agency organization to “resist 
the temptation of excessive commissions 
and special favors that the business can- 
not stand and the public will not stand”: 
“From a company’s standpoint and 
from the producer’s standpoint the in- 
surance business of today is in a very 
peculiar condition or position. It might 
be likened to a large massive office build- 
ing partly filled with well paying ten- 
ants. Under this building lay stacks of 
dynamite and from that dynamite 
stretching across the street is a fuse. 
The fuse is lighted and if the burning 
end reaches the dynamite the structure 
will be severely damaged and income to 
the owners curtailed, but the expense 
to the owners will go on. Attacking 
the fuse between the burning end and 
the contact point are a large number of 
co-operating companies and co-operating 
agents. If they are successful in break- 
ing the fuse the danger is past. The 
structure will continue to fill up with 
paying tenants and go ahead to a suc- 
cessful conclusion to the owners, but 
if unsuccessful, serious damage to those 
owners will result. That, to me, is the 
condition of the insurance business to- 
dav. If certain difficulties can be over- 
come, certain conditions rectified, then 
the insurance business will proceed on 
a more even keel than ever before. 
“But if, on the other hand, the dy- 
namite should explode I am very fear- 
ful of the results for the next few years 
to come, not only from the company 
standpoint but from the  producer’s 
standpoint. Politics will undoubtedly 
enter into the picture to the detriment 
of the. producers and the public. There- 
fore, for this reason, if for no other, 
a large, conservative, well-balanced agen- 
cy organization is necessary, an agency 
organization whose members are able 
to resist the temptation of excessive 
temptation of excessive commissions and 
special favors that the business cannot 


at 56 Beaver street in New York City 
and maintains agencies in Boston, Bal- 
timore, Norfolk, Savannah, Miami, Tam- 
pa, New Orleans and Galveston. On 
the Pacific Coast the association is rep- 
resented by local marine underwriters. 
The officers are: William H. McGee of 
Wm. H. McGee & Co., president; Sam- 
uel D. McComb, head of the Marine Of- 
fice of America, vice-president; L. J 
Brengle, vice-president; John H. Trow 
bridge, assistant manager; Ernest W. 
Schuler, treasurer, and Norman S. Ad- 
ams, secretary. 


Two Syndicates Now Active 


The three syndicates were formed in 
1920 at the request of the Committee 
on Merchant Marine and Fisheries of 
the House of Representatives in Wash- 
ington following an exhaustive investi- 
gation of the causes that hampered the 
expansion of marine insurance in the 
United States. Syndicate “A,” the Sal- 
vage Association, is exclusively a sur- 
veying and salvaging body. Syndicate 
“B,” which wrote the mortgaged inter- 
est of the Shipping Board on vessels 
sold by the board, and restricted in 
membership to American marine compa- 
nies, has practically ceased to do busi- 
ness. 


Syndicate “C,” composed of American 
and foreign admitted companies, han- 
dles the business of privately owned 
American vessels and other hulls too. 
This syndicate has made good progress 
through the great difficulties that have 
beset hull underwriting in all parts of 
the world and is probably destined to 
remain a vital part of the American hull 
market. 


Capt. Gatewood, who took over his 
duties on Tuesday of this week, arrived 
in New York from a trip on the new 
“Pennsylvania,” which made her trial 
run from Newport News. This new 
queen of the American built merchant 
marine leaves New York tomorrow for 
its first journey to San Francisco by 
way of the Panama Canal. 


Commenting upon his new post Capt. 
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Gatewood says: 
“T regret sincerely to leave the service 
of the Shipping Board and Fleet Cor- 


stand and the public will not stand. The 
insuring public will always allow reason- 


z “it 
Explosion, Riot and Civi 
Commotion 


able compensation to the agency force 
but will not stand any remuneration 
that is excessive and when some com- 
panies in their greed for business of- 
fer more and pay more than the busi- 
ness should pay, the public will not stand 
for it, and it is then that the politicians 
will enter into the picture and unfortu- 
nately. when they enter they undoubted- 
ly will not stop at the fair point but 
will make laws to affect every angle 
of the business and that will be detri- 
mental to the business for years to 
come.” 


The Western Fire of Fort Scott, Kan., 
is undertaking a campaign of expansion. 
George W. Brinsmaid, former assistant 
secretary of the Niagara Fire, has been 
appointed manager of a central depart- 
ment office in Chicago which will have 
jurisdiction over New York, New Jer- 
sey, Pennsylvania, Connecticut, Massa- 
chusetts, Illinois, Indiana, Ohio, Michi- 
gan and Wisconsin. The company has 
recently entered New York state and 
has become a member of the Eastern 
Underwriters’ Association. It will soon 


seek admittance to other states in the . 


East. While with the Niagara Mr. 
Brinsmaid was in charge of the improved 
risks department, a post he held until 
his company merged with the America 
Fore group. 


Marine Syndicates 


(Continued from Page 1) 


competitors and they are still getting 
their full share of American business. 
3ut as the total amount of insurance to 
be placed is increasing, the marine of- 
fices in this country are getting an in- 
creased income from hull sources. 

The Salvage Association has its offices 


poration, where I have had so many 
pleasant associations and_ professional 
contacts, but I see in my new work with 
the United States Salvage Association 
an opportunity to perform some real 
constructive work for the Merchant Ma- 
rine as a whole, and to do my part in 
bettering conditions along marine insur- 
ance lines. 

“The work will throw me in touch 
with the principal marine insurance un- 
derwriters and firms of adjusters. ship 
owners and ship repair concerns. There 
are offices in all the principal ports of 
the United States and offices and agents 
in over 150 of the principal ports of 
the world, so that the work is certain 
to be of wide scope and great interest.” 

Capt. Gatewood is a veteran shipping 
man. He retired on June 30 this year 
from the United States Navy with the 
rank of captain in the construction corps 
after thirty years of service with that 
branch of the American armed forces. 
He was born in Washington. D. C.. the 
son of one of the first naval instructors 
graduated from Annapolis. Capt. Gate- 
wood himself attended the United States 
Naval Academy, being graduated in 1903. 
While at Annapolis he was a member 
of the fencing and tennis teams. After 
that he studied for two years at the 
Massachusetts Institute of Technology. 

After spending nearly fifteen years at 
sea and as a staff officer of the navy 
Capt. Gatewood was in 1920 appointed 
director of construction and repairs of 
the Emergency Fleet Corporation. When 
he retired from the service in June he 
joined the Shipping Board. Capt. Gate- 
wood has made a special study of Diesel 
engines and the installation of pulver- 
ized fuel systems, the latter method of 
furnishing power for vessels being one 
which marine underwriters are now 
watching carefully as it is still in an ex- 
perimental stage. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 








NEAL mame President JOHN KAY, Vice-President and freasurer 
. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33  $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT, ae 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.- ay Na a a V.-Pres’t ARCHIBALD KEMP, 2d a V. -Pres’ 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.60 $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34  $ 3,202,138.34 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 
ORGANIZED 1854 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40. $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96  $ 2,110,943.96 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, 


$ 5,021,040.53 $ 2,502,743.59  $ 1,000,000. 00 $ 1,518,296.84  $ 2,518,296.84 





A. H. TRIMBLE, President L BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.. -Pies'e ee T- paneer. V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 


$ 4,837,239.59 $ 2,492,228.84  $ 1,000,000.00  $ 1,345,010.75 $ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, csi WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


il CONCORDIA FIRE INSURANCE CO. 


OF MILWAUKEE, 


$ 5,359,804.52 $ 2,486,092.08 $1 000,000. 00° $ 1,873,712.44  $ 2,873,712.44 





CHARLES L. JAC KMAN, President BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’*t A. H. HASSINGER, V. ote oo MELLS T. Bs BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 


$ 666,598.88  $ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 


NEAL BASSETT, Chairman of Board 





A SR EDONEGAN, Hg x ’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. $, WM: BURTON, bce’ —— 
ORGANIZED 1874 
gid & pie __ METROPOLITAN CASUALTY INSURANCE Co. 
cate OF NEW YORK, 
$15,452,308.70 $10, 173, 698.43 $ 1,500,000. 00. $ 3,778,610.27 $ 5,278,610.27 
EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street _ 
Chicago, Illinois Toronto, Canada San Francisco, California 
. MASSIE & RENWICK, Limited, § w. w. & E. G. POTTER, Manages 
H. R. M. SMITH Managers Ass’t Manager 
JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 
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SECOND GERMAN BREAK-UP 





North Star Offers to Take Over Vater- 
laendische Following Heavy Losses 
on Credit Risks 
Announcement of the million dollar 
loss of the Vaterlaendische Credit of 
Germany in credit insurance underwrit- 
ings and dropping of the shares of the 
Vaterlaendische & Rhenania itself from 
575 at the beginning of this year to 450 
early in September and then in one week 
to 320 had caused considerable nervous- 
ness in German insurance circles. It had 
seemed, however, as if after the sale 
of the shares held in the North Star 
General to the North Star Life and of 
those in the North Star Life to the 
North Star General the shock could have 
more or less been absorbed by writing 

it off and reducing the next dividend. 

The new announcement, according to 
which the management has recommend- 
ed to the stockholders’ meeting to ac- 
cept the proposal of the North Star to 
take over the company, shows that some 
other factors must have made the situa- 
tion more critical. It seems likely that 
the tightening of bank credits and the 
collapse of the Frankfort General have 
brought other companies into difficul- 
ties. 

The Aachen-Munich Fire together 
with the Cologne Fire and Cologne Ac- 
cident Cos. are to take over the shares 
of the Colonia, Oldenburg Ins. Co. and 
Silesian Fire, three of the Vaterlaen- 
dische companies. 





MAYOR PRESENTS MEDALS 


Fire Commissioner John J. Dorman of 
New York last week made public the 
names of 413 public and parochial school 
children who have been selected out of 
several hundred competitors as the win- 
ners of the 1929 competition in writing 
fire prevention essays, as part of the 
Fire Prevention Week program. The 
medals donated annually by the National 
Board of Fire Underwriters were pre- 
sented last Friday afternoon to the chil- 
dren by Mayor Walker on the plaza of 
the City Hall. Inspectors of the Bureau 
of Fire Prevention have been examining 
the essays all summer. The papers were 
turned in by pupils in grades 5A to 8B 
inclusive and the process of elimination 
required more than three months. 





NEW HAMPSHIRE AGENTS MEET 


The New Hampshire Association of 
Insurance Agents held its annual meet- 
ing at Manchester last week and elected 
the following officers: George F. Trask, 
Keene, president; A. B. Gile, Hanover: 
Alexis F. Bisson, Manchester; and 
George H. Duncan, East Jaffrey. vice- 
president; J. Frank Demerritt, Exeter, 
secretary-treasurer; Charles W. Varney, 
Rochester; Percy M. Ayer, Plymouth; 
Eugene W. Leach, Franklin; V. K. Mc- 
Pherson, Claremont; and Frank Butler, 
Portsmouth, executive committee. There 
were about 200 present at the conven- 
tion. Insurance Commissioner John E. 
Sullivan was one of the speakers. 





OPENS COAST OFFICE 


Talbot, Bird & Co., United States ma- 
rine managers for the Eagle, Star & 
British Dominions, and managers of the 
Universal of Newark, have opened a Pa- 
cific Coast marine department in San 
Francisco. The offices are to be lo- 
cated with Fred. S. James & Co., gener- 
al agents for the fire departments of 
both the Eagile, Star and the Universal. 
Walter L. Dawes has resigned as assis- 
tant marine manager of the Home to 
take charge of the ocean and inland ma- 
rine business for Talbot, Bird & Co. 





GO WITH LEITH AGENCY 

The Leith Agency of 142 Montague 
street, Brooklyn, has been appointed 
Brooklyn agent for the Girard Fire & 
Marine, Dubuque Fire & Marine, North- 
ern Insurance Co. and the American of 
Newark. The office has also been ap- 
pointed Long Island suburban general 
agent for the Dubuque. 





ADVANCE LECTURE SERIES 





Board of Governors, N. J. Society of In- 
surance, Plan Fieldmen and 
Executives Course 


The board of governors of the New 
Jersey Society of Insurance, of which 
Stephen E. Parker is president, has ap- 
pointed a committee to study a plan for 
a series of lectures which will prove 
beneficial to fieldmen and executives of 
fire and casualty insurance companies. 

The course which is scheduled to start 


about the first of the year will include 
talks which will deal with the more in- 
tricate and advanced problems which are 
confronting the men in the field as well 
as home office executives daily. 

There have been a number of requests 
made recently by many of those con- 
nected with the fire and casualty com- 
panies located in New Jersey that such 
a course be arranged for; one which 
would be separate from the courses given 
by the society now under way. The 
committee will study the situation and 
make its report in the near future to 
the board. 


TO TEACH PUBLIC SPEAKING 


The educational department of the 
Newark Y. M. C. A. has announced the 
appointment of A. Myer, a well- 
known fire insurance man in Newark and 
formerly connected with the United Y, 
M. C. A. in New York, as instructor in 
public speaking, which opened last week. 





LIQUIDATION COMPLETED 
The liquidation of the Russisk-Skan- 
dinavisk Reinsurance Co. of Copenhagen 
has been completed and a final additional 

448% is to be paid to creditors. 
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Every time a property owner sees a Hartford 


color page in the Saturday Evening Post* his liking for a 


Hartford Agencyis 


ee ¢ 
ef 


strengthened 


* Every 4th week — year in —year out. 


HARTFORD FIRE INSURANCE CO. 


HARTFORD, CONNFCTICUT 


Are youa Hartford Agent? 
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Nc #f Netherlands Joins 


a Caledonian Group 
ver Bl WAROLD W. LETTON RESIGNS 





or in Robert R. Clark to Become U. S. Man- 


week, ager of Company; Head Office Is 
Moving to Hartford 

+ United States Manager Harold W. 

SKan- 


Letton of the Netherlands of The 
Hague, Holland, has resigned as man- 
ager and has been succeeded by Robert 
—s R. Clark, who is also United States 
manager of the Caledonian of Edinburgh. 
J. F. D. Scheltema, general manager of 
the Netherlands, who is now in this 
country, states that Mr. Letton’s resig- 
nation is due to ill health. He also an- 
nounces that his company will become a 
member of the Caledonian group as to 
its operations in the United States and 
that the home office in this country will 
be moved from Chicago to Hartford. 
The Netherlands entered the United 
States in 1897, but reinsured and with- 
drew in 1901. It entered again in 1913 
and has since been operating on a con- 
servative scale. The branch here has 
assets of $1,729,000, an unearned pre- 
mium reserve of $597,000 and a net sur- 
plus of $1,031,000. By joining the. Cal- 
edonian group the Netherlands will be 
associated with the parent Caledonian 
and the Caledonian-American of Hart- 
ford. These two companies have com- 
bined assets of close to $6,000,000 and 
with the addition of the assets of the 
Netherlands the group will have finan- 
cial resources of about $7,500,000. Rob- 
ert R. Clark became United States man- 
ager of the Caledonian in 1927, after 
having served as assistant manager for 
two years. He is also president of the 
American subsidiary. 
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POUGHKEEPSIE RATE HEARING 


A hearing will be held in Poughkeep- 
sie tomorrow, Saturday, on the restrain- 
ing order preventing the New York Fire 
Insurance Rating Organization from 
continuing in effect the new rates prom- 
ulgated under the revision in rating that 
has been made throughout New York 
state. These rates are generally higher 
in Poughkeepsie than those that have 
been in effect for several years. The 
temporary restraining order was secured 
by the mayor of Poughkeepsie and the 
hearing tomorrow is on a move to make 
the injunction permanent. | 1 
sey will represent the Rating Organi- 
zation and several of the fire insurance 
companies in opposing the injunction. 





MASS. AGENTS’ PROGRAM 


The program for the annual meeting 

of the Massachusetts Association of In- 
surance Agents has been completed. The 
business session will be held at 1:30 
p. m. October 23, at the Hotel Statler 
in Boston when the various reports 
will be submitted and John W. Downs 
will report on legislative matters. The 
election of officers will take place at this 
meeting. ‘The annual dinner will be held 
at 6:30 when Insurance Commissioner 
Merton L. Brown and Emmerson J. 
Schofield, vice-president of the Stand- 
ard Accident, Detroit, and Edwin J. 
Cole, member of the executive commit- 
tee of the National Association of In- 
surance Agents, will be the speakers. 
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KENTUCKY AGENTS’ MEETING 


The Kentucky Fire Underwriters As- 
Sociation has arranged to hold its an- 
tual meeting and election of officers on 

Ovember 26. At the last meeting a 
Movement to change the order of meet- 
ing from monthly to quarterly was or- 
dered tabled, and will probably die 
quietly. Some members are opposed to 
Monthly meetings, contending that with 
Monthly meeting of the Blue Goose and 

€ntucky Fire Prevention Association it 
€s up too much time. 













Expect Huge Turnout 
At Conway Banquet 


GENERAL BROKERS ARE HOSTS 





Gov. Roosevelt and Leading Political 
Figures at Albany Among Those 
Who Will Speak 





Well over 1,000 insurance men and 
women are expected to be present at 
the reception and dinner to be given 
Insurance Superintendent Albert Con- 
way next Tuesday evening at the Ho- 
tel Astor in New York City under the 
auspices of the General Brokers’ Asso- 
ciation of the Metropolitan District, Inc. 
A number of prominent men in insur- 
ance and political life in New York have 
accepted invitations to speak at this 
banquet, the talks to be: broadcast to 
the outside public over radio station 
WNYC. 

Governor Franklin D. Roosevelt of 
New York state heads the list of speak- 
ers. He will be introduced by Arthur 
Arnow, president of the Brokers’ Asso- 
ciation and toastmaster of the evening. 
Bernard E. Frank, a vice-president of 
the association and chairman of the din- 
ner committee, will preside. 

Other speakers will include Joseph 
McGuinness, speaker of the assembly at 
Albany; John Knight, majority leader 
of the New York State senate; Bernard 
Downing, minority leader of the state 
senate; Terrence Cunneen, manager of 
eal department of the United 

ates amber of Commerce; Herman 
A. Bayern, first president of the Brok- 
ers’ Association; Charles C. Lockwood 
member of the New York State Transit 

Commission ; Samuel Macpeak, deputy 
Superintendent of the New York State 
Insurance Department, and Albert Gold- 
man, commissioner of plants and struc- 
tures of New York City. It is expect- 
ed also that several former insurance 
Superintendents will be present. 

This dinner is being given to Superin- 
tendent Conway because the brokers of 
New York City believe the head of the 
State insurance department has achieved 
fine results during the comparatively 
few months that he has been in office 
and they wish to show publicly their ap- 
preciation of his work. 





FIRE PREVENTION YEAR BOOK 
The “Fire Prevention Year Book” for 


David Rum- * 1929 


1 has recently been published by 
Hough-Lawson, Inc., of Baltimore, pub- 
lishers of the “Baltimore Underwriter.” 
This year book, as usual, contains a vast 
amount of valuable information on fire 
prevention subjects, describing many of 
the more dangerous fire hazards and 
how they may be met successfully. There 
are several pages giving detailed sta- 
tistics of fires in American cities in 1928 
for populations of 20,000 and upward. To 
those making a specialty of fire pre- 
vention work this volume is recom- 
mended. 





REINSURANCE APPOINTMENT 

The Underwriters’ Associates, Inc., of 
130 William street, New York city, has 
been appointed general agent for facul- 
tative and treaty reinsurance of the Ma- 
jestic Underwriters of the Chicago Fire 
& Marine and the Presidential Fire & 
Marine. This office is one of the old- 
est in the country doing facultative re- 
insurance underwriting and for the last 
two years has been general agent for the 
Interocean Reinsurance. 





OBTAIN TEXAS INJUNCTION 

The Fire Association of Philadelphia 
and eighteen other fire companies this 
week obtained a temporary injunction in 
Texas restraining the Railroad Commis- 
sion there from enforcing an order re- 
quiring companies writing cargo insur- 
ance on motor trucks in Texas to de- 
posit $50,000 with the state treasurer. 


GIVES TALK ON LOSSES 

Thomas F. Buchanan, general adjuster 
of the Aetna Fire of Hartford and the 
World Fire & Marine, delivered a talk 
yesterday in Toronto before the annual 
convention of the Ontario Fire & Cas- 
ualty Agents’ Association on the insur- 
ance agents’ part in the adjustment of 
fire losses. 
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Progress 


The progress of these allied 
companies, in no small part has 
come from the cordial coopera- 
tion of many friendly agents. 
It is our aim so to conduct our 
business with prompt, efficient 
service and unfailing fairness 
that we may continue to enjoy 
their support. 

















219TH YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chi 











INSURANCE 
HARRY C. FRY, Jr., President 


307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 








INSURANCE STOCKS 


sai tiated 


FRANK L. BROKAW & CO. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 

















| J. Campbell Haywood 
ADJUSTER 


for STATE of CONNECTICUT 
Wide Experience 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business cince 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building 
34 Pine St., 
New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 











0. J. PRIOR, President 


_ INCORPORATED 1868 
The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 




















Boyal Exchange Assurance 


1720 
THE STATE ASSURANCE CO. Ltd. 1891 
PROVIDENT FIRE INS. CO. 1924 
(New Hampshire Corporation) 
CAR & GENERAL INS. CORP., Ltd. 1903 


The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 
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Sprinklers As Premium Producers 


Instead of Reducing an Agent’s Income the Installation of Sprinkler 
Systems Most Always Leads to Additional Business 
and Larger Commissions 


By JOHN E. DOWNEY, Superintendent Special Risk Department, 
Aetna Fire and World Fire & Marine 


The use of automatic sprinklers has 
become so extensive that today fully 
15,000,000 people are working under their 
protection. Some agents dread the idea 
of their assured considering sprinklers, 
as they believe it invites outside com- 
petition. Yet we know of one agent who 
has never returned a premium when au- 
tomatic sprinklers were installed. In- 
stead, he credits this return toward ad- 
ditional insurance of varying kinds. 
Usually when he has completed the 
transaction, his premiums from that as- 
sured have been increased and the busi- 
ness is also safe from competition. 

There are some men, both in agency 
and company field forces, who are afraid 
of talking or advocating sprinklers. Fre- 
quently they are heard to say: “Let the 
other fellow play around with sprinklers. 
I'll devote my time to the high rated 
unsprinklered lines.” 

To an agent of that slant, the follow- 
ing may give him some concern: Own- 
ers of $1,500,000,000 of property are 
changing from the unsprinklered to the 
sprinklered class annually, and $500,- 
000,000 of this amount is going to the 
forty odd mutual companies. That surely 
is a startling fact for the local and the 
special agent to face. 

Agent Should Get Sprinklered Rates 

We have always advocated that when 
an agent has a risk of sufficient value 
to warrant it, he should obtain for his 
assured a quotation of what the risk 
would rate if sprinklered, and the cost 
of sprinkler installation. This informa- 
tion is available to agent and assured at 
no cost. Rating associations, if proper 
broker of record is filed with them, will 
quote proposed sprinklered rates, and 
sprinkler companies are pleased to quote 
cost figures. We recommend this for 
two reasons :— 

First, service to the assured, as many 
of them look to or should look to their 
insurance agent as their insurance ad- 
visor. 

Second, to protect the. agent’s line, as 
sooner or later, either a mutual solici- 
‘tor, another local agent, or a big city 
broker will place this information before 
the assured and probably take the busi- 
ness away. 

Business men are looking for means 
of decreasing costs and increasing the 
protection of their business. Sprinklers 
reduce the rate from 50 to 80%, and at 
the same time are the most effective 
known safeguard for life and property 
values. The local agent who can do 


these two things for a wide-awake busi- - 


ness executive most certainly is the man 
who is going to handle his insurance in 
the future. 

The most striking recent example of 
proposed sprinkler installation is the 
Merchandise Mart of Chicago. This 
building will cover two blocks—the build- 
ing itself is a $32,000,000 project. The 
owners were undoubtedly influenced to 
instal sprinklers on account of the sav- 
ing in insurance premiums, and again 


for the protection to life and property. © 


Benefits to Local Agents 

We have given some idea, we believe, 
of the need for careful consideration of 
sprinkler instaHation, so we will now 
consider some of the benefits to the 
agents in advocating sprinklers. 

First, they prevent loss of the line to 
stock companies’ competitors, or others. 

Second, an assured, by having prop- 
erty damage costs cut down, can afford 
to carry larger amounts of this type of 
cover. Many an assured with high rated 
unsprinklered property is woefully un- 
derinsured. Furthermore, with property 
damage costs decreased, it enables an 
assured to purchase other types of cover 


—use and occupancy, windstorm, sprin- 
kler leakage, for example. 

Some years ago an engineer for a big 
brokerage house spent a lot of time get- 
ting an assured interested in sprinklers. 
He had no insurance on the risk. Within 
six months he had all their various types 
of insurance, adding use and occupancy 
and paymaster holdup, that they had not 
formerly carried. Today that plant is 
ten times the size it was when this en- 
gineer discovered it, and no one could 
get the assured to take any of his in- 
surance away from this broker-engineer 
with dynamite. It might be interesting 
to note that this risk had been called 
to the attention of the several local 
agents as a good sprinklered prospect, 
but they did not want to disturb the 
nice income they were receiving. When 
it went, it was lost—never to return. 
Any agent could have done what that 
young engineer did, and if he felt that 
he needed a trained engineer to assist 
him, company engineers were available 
for the asking. 

No Loss of Revenue to Agents 


Checking up with several agents the 
comparison of the amount of premiums 
received before and after a risk has been 
sprinklered, has actually proved that 
there was no lost revenue to the agent, 
as more insurance was carried and other 
types of cover taken. In many in- 
stances where the insurance was divided 
among several agents, the agent who rec- 
ommended automatic sprinklers had all 
the insurance lines turned over to him. 


We know an agent who, when he gets 
a risk sprinklered—and he is a great 
advocate of sprinklers—figures up the 
cost of the types of insurance the as- 
sured is not carrying, and goes out and 
sells them to him: His theory is not to 
give back a return premium when auto- 
matic sprinklers are installed. Instead 
he credits this return toward additional 
insurance. Usually when he has com- 
pleted the transaction his premiums from 
that assured have been increased and his 
business is safe from competition. 

Some agents dread the idea of their 
assured considering sprinklers, believing 
that it invites outside competition. Some- 
times it does; but if the agent is the 
one to recommend it, he certainly has a 
big head start on outside competitors, 
who to begin with are usually strangers 
to the assured. The agent has the fa- 
cilities of the rating association, and the 
sprinkler companies. Furthermore, his 
companies’ sprinklered or special risk 
departments are also available, if he 
needs them. 

Advertising Value 

Often there is an advertising value in 
getting a risk sprinklered. It helps to 
attract other property owners to an 
agent’s office. If an agent persuades one 
of the leading manufacturers or mer- 
chants to instal sprinklers, and thus con- 
trols the insurance on these risks, other 
prospective clients with insurance prob- 
lems are attracted to him, as he has 
demonstrated in a practical way that his 
office is up-to-date, aggressive, and fully 
capable of rendering real aid. 

We urge agents to use sprinklers with 
the idea of keeping the business they 
already have on their books, and of in- 
creasing the revenue received from those 
individual risks. 

On sprinkler prospects, our assistance 
is always available. We welcome any 
inquiry that will lead to producing addi- 
tional premium for the agent. 

This article is reprinted from the “Messenger” 
of the Aetna Fire and World Fire & Marine. 














the asking. 





I enclose 2c. for postage. 


NAME 


“Just What I Wanted” 


—vwrites a practical insurance manager, after 
receiving a John Hancock Home Budget Sheet. 


Any business man will appreciate our Budget, 
and so will his wife, if she is interested in the 
financial management of the home. 


The John Hancock Monthly Budget Sheet pre- 
sents clearly the division of expenses, includin 

recreation, savings, and Insurance, and affords 
definite assistance to both men and women in 
the management of income and home expenses. 


YOUR Monthly Budget Sheet will be sent for 


cntuke 
LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
Inquiry Bureau: 197 Clarendon Street, BOSTON, MASS. 


Please send me a FREE copy of the John Hancock Home Budget Sheet. 





ADDRESS 































_BEST’S 1929 REPORTS 





Insurance Reports and Guide With Key 
Ratings Contain Mass of Valuable 
Financial Data 


The 1929 Insurance Reports of the Al- 
fred M. Best Co. for fire and marine 
companies appear in a new and attractive 
dress of leather binding to commemorate 
the thirtieth anniversary of their pub- 
lication. The current edition contains the 
reports of all American stock companies, 
the United. States branches of forcign 
admitted stock companies, American mu- 
tuals, reciprocals and inter-insurers and 
individual underwriting organizations. 
These are all enclosed in a substantial 
blue-green embossed leatheroid cover, 
the volume containing over 1,100 pages 
of detailed and valuable information. 

There is a new feature to the fire and 
marine edition, a complete financial in- 
vestment exhibit which shows not only 
actual cash income from investments but 
unrealized appreciation or depreciation 
of security holdings as well. Another 
important addition is an exhibit show- 
ing the percentage of assets, based on 
market values as of December 31, 1928, 
invested in the different types of secur- 
ity holdings. 

The twenty-third annual edition of 
“Best’s Insurance With Key Ratings” is 
attractively bound in a limp brown leath- 
er cover. It shows the financial respon- 
sibility, loss-paying record and efficiency 
of management, and five or seven-year 
underwriting, financial -and profit and 
loss exhibits of all licensed joint-stock 
fire, marine, casualty, surety and miscel- 
laneous insurance companies operating in 
the United States. It includes informa- 
tion about three hundred prominent Am- 
erican mutual insurance companies, all 
reciprocal insurance exchanges writing 
fire, marine, tornado, hail or casualty 
lines, together with a condensed compila- 
tion of reference matter for property 
owners, financial institutions, insurance 
agents, brokers and executives, including 
data regarding all insurance concerns 
writing “surplus” lines. 





CHANGES IN FIRE FORMS 

New schedules in fire, tornado and use 
and occupancy insurance were _ issued 
by C. T. Ingalls, manager of the Okla- 
homa_ Inspection Bureau, becoming 
effective October 1. The new schedules 
are a simplification of policy forms and 
a more liberal coverage based on the 
same ratés, although some reduction will 
be effected in use and occupancy rates. 
Important changes are the elimination 
of additional charge. for dwelling altera- 
tion or repair; and permitting all items 
usual and incidental to dwellings includ- 
ed without special permits. An inher- 
ent explosion clause is to be included 
in a dwelling policy without additional 
charge, which .will provide for all loss 
which results from explosions within the 
dwelling itself. 





INDIANA DEP’T RECEIPTS 

The state insurance department of In- 
diana collected taxes and fees totaling 
$2,179,676 during the fiscal year which 
closed September 30, according to the 
annual report of Clarence C. Wysong, 
state insurance commissioner. The rev- 
enues from the department during the 
year just past showed an increase 0 
$144,087 over the fiscal year previous. 
The taxes and fees are turned over to 
the treasurer of state and becomes 4 
part of the state’s general fund. Ex- 
penditures of the department totaled 
$66,105. There was an unused balance 
of $5,649 left in the department's ac- 
counts from its appropriation of $71,800 
for the fiscal year, according to the re- 
port. 





H. C. KNOWLES STATE AGENT 

The Transportation has named Harty 
C. Knowles as state agent for New 
York state outside of New York City 
and suburban territory.. He has been an 
officer of the J. C. Kalbfleisch Co., Inc. 
local agent at Rochester. 
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Out of the night—after long gruel- 
ling hours, lightened only by guiding 
beacons—the airman depends on the 
proper illumination of the airport for a 
safe landing. . 
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pie Look for the Royal Shield on a fire 
pene insurance policy—it means Security First. 
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DEPARTMENTAL OFFICES: 
NEW YORK ATLANTA, GA. BOSTON, MASS. CHICAGO, ILL. SAN FRANCISCO, CAL. 
William Mackintosh, Manager S. Y. Tupper, Manager Field & Cowles, Managers Elwin W. Law, Manager H. R. Burke, Manager 


Business is guided on its way by in- 
surance, which surrounds it with every 
conceivable safeguard for its security. 
















Bolling Field, Washington, D. C. Courtesy General Electric Co. 
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Packard Retires As 
London Assurance Mgr. 


E. W. NOURSE TO SUCCEED HIM 
Changes to Be Effective at Close of 
Year; Chris. D. Sheffe Made 
Ass’t U. S. Manager 


Tohn H. Packard, United States man- 


ager of the London Assurance and pres- 
ident of its running mate, the Manhat- 
& Marine, has resigned, ef- 
fective as of December 31 this year. He 
with the 
London Assurance organization. With 
the retirement of Mr. Packard from act- 
ive management, Everett W. Nourse, at 
present assistant manager, will become 
United States manager of the London 
Assurance and president of the Man- 
hattan, and Chris. D. Sheffe, now an 
assistant manager of the London, will be- 
come assistant United States manager of 
the London and vice-president of the 
Manhattan. 

John Hooker Packard has been in the 
insurance. business for forty-five years, 
starting with the Thomas C. Foster in- 
surance agency in Philadelphia in 188. 
Late: he entered the American Fire of 
that city, becoming a special agent. In 
1895 he joined the London Assurance 
as surveyor, with headquarters in New 
York, and was later made manager for 
Philadelphia and suburban territory. 

Mr. Packard became assistant secre- 
tary of the Philadelphia Fire Under- 
writers’ Association from 1897 to 1902 
when he again joined the American 
Fire of Philadelphia as vice-president 
and secretary and was elected president 
of the American Fire in 1905. With the 
passing of the stock control of that 
company Mr. Packard retired to rejoin 
the London Assurance as agency secre- 
tary. He was appointed assistant man- 
ager in 1920, and in 1921 following the 
death of Charles Lyman Case he became 
United States manager of the London 
Assurance. 

Everett W. Nourse, who becomes 
United States manager of the London 
Assurance on the retirement of Mr. 
Packard, has already won a reputation 
for his ability in managerial and fire un- 
derwriting. He entered the insurance 
business with the Northern Assurance 
of London in 1902 and in 1908 organized 
its special risk department. He was act- 
ive in all improved risk matters and 
chairman of the executive committee of 
the Sprinkler Leakage Conference for 
two years. He joined the London As- 
surance in December, 1921, becoming as- 
sistant United States manager. 


tan Fire 


will continue his affiliation 





DINNER IN CONWAY’S HONOR 





About 40 Executives Attended Harvard 
Club Affair; Host Was A. G. 


Thacher, Marine Insurance Counsel 

Albert Conway, superintendent of in- 
surance in New York sstate, 
guest of honor at a dinner given Tues- 
day night at the Harvard Club by A. G. 
Thacher, of Barry, Wainwright, Thacher 
& Symmers, counsel for a number of 
marine 


was the 


The in- 
vited guests included about forty of the 
leaders in’ the fire, casualty and sure’y, 
and marine fields: 3enjamin 
president, Insurance Co. of North Amer- 
ica, was one of the out-of-town execu- 


insurance companies. 
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Old Farm and Moved 
to the San 


A middle aged business man speaking: “Wife and I had 
worked hard and had been fairly successful. We decided to 
sell the farm and take life easier. After we had turned every- 
thing into cash we had enough to buy a very good apartment 


Use and Occupancy, 
Rent, Rental Value 
and Leasehold have 
outgrown the desig- 
nation of “‘side lines.” 
They are now “essen- 
tial lines” — almost if 


not quite, equal in im- 


portance to property 
insurance. Any of our 
field men will be gladto 
discuss these lines with 
agents and brokers, 


house in New York, We made our home in the 
place and our rents gave usa good income. We 
were sitting on top of the world until one fine 
morning the building burned. The fireinsurance 
money paid for the rebuilding but for eight or 
nine months we didn’t havea dollar of income.” 


FIREMAN’S FUND 
HOME FIRE AND MARINE 
OCCIDENTAL » 


FIRE’ AUTOMOBILE AND MARINE «SAN FRANCISCO*NBW YORK? BOSTON’ CHICAGO? ATLANTIS 





tives present. 

Hart Darlington, United States man- 
ager, Norwich Union Fire, and Hendon 
Chubb of Chubb & Son, prominent ma- 
rine underwriters, both delivered 
speeches in keeping with the spirit of 
the occasion. 

Superintendent Conway was called 
upon to talk and he treated his listen- 


ers to one of his characteristic, straight- 
forward talks. Referring to the recent 
prediction of Frederick H. Ecker, presi- 
dent, Metropolitan Life, that in about 
ten years’ time the life insurance busi- 
ness expected to reach the second hun- 
dred billion mark in production having 
attained its first hundred billion, he em- 
phasized that this feeling of optimism 


should have its reflection in the fire, cas- 
ualty, fidelity and surety, and marine 
fields; that the leaders in these lines in 
stead of worrying about cut rate com- 
petition and excess commissions shou! 
concentrate their efforts on new produc: 
tion and thus share with the life mm 
surance companies the general prosperity 
of the nation. 
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From A to Z4 In 
Fire and Marine 
Insurance 


The Automobile Insurance Company, organ- 
ized in 1913 to underwrite fire and marine 


lines for the Aitna Life Group, offers the widest 
possible scope of fe and marine coverage. The 
following is only a partial list of the lines 


written by this Company. 


Damage to Property from Fire {all forms} Parcel Post 

Falling Aircraft General Cover Personal Effects Floater 
Business Interruption Leasehold Registered Mail 
Customers’ Goods Earthquake Rents {all forms} 
Explosion Motor Trucks Contents Tornado and Windstorm 
Fine Arts Ocean Marine Yacht and Motor Boat 


Automobile Insurance Company 
| of Hartford, Conn. 





A Fire and Marine Company 
































Page 36 


ee Y 


SEAR Pe ate ODE NS EN 
[Automobiley 





October 18, 1929 

















MARINE & AUTOMOBILE 














Marine Insurance In France 


Well Known Executive Suggests Marine Underwriters Agree to Re- 
spect Local Rates When Competing in Foreign Markets 


By ALBERT SMEESTERS DE MONTALAIS 


This report on marine insurance in 
France together with the proposal that 
the members of the International Union 
of Marine Insurance tend more to respect 
rates in force in foreign centers when 
competing for business in those centers 
was presented at the recent annual con- 
vention at Vienna of the Marine Union. 

I think there are few countries where 
such great efforts were made since near- 
ly three years towards ameliorating this 
interesting but difficult branch of busi- 
ness than it was the case in France. 

As I am addressing a public of ma- 
rine insurance experts I need not dwell 
on the explanation of the causes where- 
by the results of the industrial exploita- 
tion of marine business became—and es- 
pecially in the last years—very often 
disastrous and nearly always discourag- 
ing. More than in any other branch of 
business the cover of marine risks can 
find an outlet in any international mar- 
ket and this lies in the very nature of 
this kind of risk. Therefore, we always 
hear local companies attributing to for- 
eign competition the fault why they are 
often unable to ameliorate their national 
business. 

It does seem rather paradoxical that 
business which local companies had de- 
clined should be covered at reduced rates 
or more favorable conditions in markets 
other than that from which such busi- 
ness is derived. However, underwriters 
in these foreign markets are in perfect 
good faith in most of these cases be- 
cause one takes good care not to inform 
them of the increase of rates or restric- 
tion of conditions required by those un- 
derwriters to whom the insurance was 
submitted for renewal. The spirit of 
Locarno is ruling in these days and we 
may therefore pass over in silence the 
cases where certain business was inten- 
tionally sought after by foreign under- 
writers on national markets. 

The question to be studied here and 
which bears in itself the best remedy 
against the evil from which marine in- 
surance is suffering was raised in the 
course of last year by our English col- 
leagues under the form of “Control of 
Agencies.” To my idea this question 
was entirely solved by the decision 
formed at the discussions held by the 
International Union of Marine Insurance 
at Baden-Baden in September, 1928, but 
unfortunately this decision only bore 
the character of an information under 
the title of “Support to Local and Na- 
tional Agreements.” 

Our English friends whose companies 
are operating all over the world were 
wise enough to forbid their agents or 
branch offices to write hull insurances 
for ships flying another flag than that 
of the country where the agents or 
branch offices are domiciled—an excep- 
tion being made for such fleets which 
were habitually covered in these mar- 
kets. This arrangement is really perfect 
for it prevents the happening of such 
very strange facts as that of a company 
accepting in one country at lower rates 
and more favorable conditions, a risk 
which an agency or branch of the same 
company in another country, often ad- 
joining the first, has declined. 

Therefore, it would be desirable that 
all European offices should give similar 
instructions to their agents or impose 
to them the same prohibitions. 


Co-Operation With Local Rates 
In my humble opinion, however, the 
true remedy would consist in all the 


members of the union binding themselves 
to adopt the following clause which I 
cannot refrain from quoting here be- 
cause I think that with its lapidary word- 
ing it gives the very corner-stone of the 
edifice we are all endeavoring to erect 
by our daily efforts. 

“The members of the International 
Union are of the opinion that whenever 
risks are offered in a market outside the 
domicile of the assured (affaires de- 
placees) all underwriters should, before 
quoting, make necessary inquiries with 
a view to avoiding competition with local 
rates and conditions. 

“The members of the International 
Union strongly emphasize the necessity 
of their agencies becoming members of 
local associations, or at least observing 
local rates and condition.” 

Anyone will see that the two para- 
graphs of this clause mean the safeguard 
and regeneration of marine insurance. 
The first paragraph is based on pure 
common sense. The second is merely 
logical, for why should a company that 
opens an agency or branch office abroad 
be afraid to adhere to the local rates 
and conditions? Quite in the contrary, 
it will be certain of being treated on 
equal terms by the local offices and need 
not fear that the business written by its 
agencies could only be obtained by cut- 
ting rates or allowing more favorable 
conditions. 

If we think of hull business specially, 
values in this class of business are reach- 
ing such figures at present that there 
is place in the sun for every one and the 
insured will respect insurers all the more 
if he realizes that rates and conditions 
are no more determined by them in an 
arbitrary way, but are fixed at last in 


accordance with nature and quality of 
the risk. 





THEFT BUREAU MEETS 

The governing committee of the Na- 
tional Theft Bureau, affiliated with the 
National Automobile Underwriters’ Con- 
ference, held a meeting in New York 
yesterday. Fred Sauter of Chicago is 
chairman of that committee and presided 
at the meeting. 





ADOPT UNION TARIFFS 


The Hungarian Transportation Un- 
derwriters’ Union has adopted for all 
its members all the tariffs and compul- 
sory agreements of the International 
Marine Insurance Union. 


Reinsurance Clause 
Adopted at Vienna 


AIMS TO MAINTAIN SCHEDULES 





Attempt Made by Marine Union to Re- 
duce Rate Competition In 
Reinsurance Channels 





One of the important resolutions 
adopted by the International Marine In- 
surance Union at its Vienna convention 
is called the Vienna Reinsurance Clause. 
The resolution and the text of the clause 
follow: 

The Reinsurance Committee of the In- 
ternational Union of Marine Insurance 
moves: 

“(1) That a clause. in short called 
Vienna Reinsurance Clause, be adopted 
as an informatory Union Agreement, its 
definite wording to be fixed by the Re- 
insurance Committee on the lines laid 
down in the draft clause submitted to 
this meeting: 

“(2) That each member of the Inter- 
national Union makes a declaration to 
the effect that they agree, in principle, 
as Reinsured to concede. and as Rein- 
surers to ask for, the Vienna Reinsur- 
ance Clause when placing or accepting 
reinsurance covers, it being understood 
that the members reserve themselves 
the right to deviate from the exact word- 
ing, the primary object of the agreement 
being to improve the situation as regards 
affaires deplacees. 

Text of the Vienna Reinsurance Clause 

“(1) This contract excludes original 
insurances of hulls flying the flag of 
other countries than ........ (the domi- 
cile of the ceding company to be in- 
serted). 

“This exception does not apply to 
agency acceptance of hulls flying the 
flag of the respective country. The ex- 
ception neither applies if special advice 
by letter is given. 

“(2) (a) As regards all other origi- 
nal insurances covered by this contract, 
the ceding company will endeavor to un- 
derwrite at their head office or through 
their agencies only such business which, 
according to tradition or legitimate com- 
mercial requirements, is properly placed 
in the market in which it is offered. 

“(b) If this is not the case the com- 
pany shall accent such business only at 
rates and conditions of the respective 
market to which the business properly 
belongs. 

“(3) On business (section 2) written 
contrary to this principle, no overriding 
commission is due from the reinsurer to 
the reinsured, but the reinsured has to 
credit his reinsurer an additional premi- 
um equal to the amount of the overrid- 
ing commission which would have been 
due if no contravention had been in- 
curred.” 

It will be seen that the draft clause 
aims at withholding the benefit of re- 
insurance under treaties from business 
placed in contravention of the spirit of 





APPLETON & COX, Inc. 
8 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 : 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 








WRITE FOR OUR AGENCY PROPOSITION 











— 
— 


non-interference in affaires deplacees. It 
deals with hull and cargo business on a 
separate basis, for whereas the draft 
clause expressly excludes foreign hulls 
from the contract in which it is incor. 
porated, with regard to cargo business 
the clause implies that underwriters will 
endeavor to refrain from accepting risks 
in contravention of the spirit of the res- 
olution. When, however, this spirit js 
contravened, the clause provides that the 
reassured shall not only forego any over. 
riding commission that may be stipulated 
by the contract but shall also pay to the 
reinsurer an amount equivalent to the 
overriding commission which he other- 
wise would have received. 





AIRPLANE RIDER CLAUSES 





One of Many Questions Coming Up 
Before Supreme Court; War Risk 
Policies Also 


The Supreme Court of the United 
States will have up for consideration at 
the coming term several interesting 
questions on insurance law and recover- 
ies under policies of life, war-risk, fire 
and health. Among the problems to be 
considered are the status of a passenger 
in an airplane as a person engaged in 
“aeronautical operations”; false _ state- 
ments in applications for life policies; 
the payment of war-risk insurance to 
creditors of the deceased, and total dis- 
ability and its place in a war-risk insur- 
ance policy. 

None of the jurisdictional statements 
or petitions for writs of certiorari in 
these cases have been considered by the 
court. 





MARINE INSTITUTE MEETS 

The following were elected directors 
at the meeting last week of the Ameri- 
can Institute of Marine Underwriters: 
H. W. Beebe, Louis F. Burke, John T. 
Byrne, Lyman Candee, Frank H. Cauty, 
Hendon Chubb, Benjamin Rush, William 
R. Hedge, Samuel D. McComb, William 
H. McGee, Walter W. Parsons, L. H. 
Reynolds and W. J. Roberts. H. H. Reed 
was re-elected national councilor of the 
Institute to the Chamber of Commerce 
of the United States, and Louis F. Burke 
was elected substitute national councilor. 





FRANK H. ZINDLE DIES 

Frank H. Zindle, for many years a 
general adjuster for the marine agency 
of Wm. H. McGee & Co., Inc., died su- 
denly of heart failure recently. Mr. 
Zindle’s untimely death (he was only 
forty-six years old) takes from the ma 
rine adjusting business a lovable charat- 
ter and both companies and assureds 
will miss his tactful courtesy, his fair 
mindedness and his ability. 





FRENCH COMPANY CAPITAL 

The stockholders’ general meeting 0 
Les Reassurances decided to write 0 
the losses caused by the results of the 
1927-1928 hail business and, by the wind- 
ing up of marine business by reducing 
the capital of the company to 2,000, 
French francs. The capital was thet 
immediately increased again to 10,000,00) 
francs. 





N. F. P. A. WINTER BULLETIN 

The National Fire Protection Associa 
tion is again distributing its bulletin 
“Precautions Against Freezing of Fire 
Extinguishing Appliances” as a guide 1 
those desirous of preserving the em 
ciency of their extinguishing appliances 
during the coming winter months. Co? 
ies may be secured from the executive 
offices of the N. F. P. A. at 60 Battery 
march street, Boston. 





MERCHANTS FIRE AGENT 
~ The Merchants Fire of New York has 
planted with the Richmond, V2., loc 
agency of Robert Lecky, Jr. This aget 
cy is handling the insurance for tm 
Rockefeller interests in the restoratiom 
project at Williamsburg. Although & 
tered in Virginia for some time, tH 
Merchants is just making its first co” 
nection in Richmond. . 
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5 CASUALTY AND SURETY 





Welton In Canada Gives 
Slant On U. S. Problems 


MERGERS SPEED-UP PRODUCTION 
Union Indemnity V.-P. Refers to Com- 
pensation as Public Utility; His 
Merit Rating Suggestion 








The department store idea of multiple 
lines for both companies and agencies 
was the keynote of a talk yesterday by 
Spencer Welton, vice-president, Union 
Indemnity and affiliated companies, at 
the banquet of the Ontario Agents’ con- 
vention in the Hotel Royal York, To- 
ronto. Mr. Welton pointed out the 


SPENCER WELTON 


trend of the modern insurance business 
was for a speeding up of production, in- 
creased sales volume and a cut in over- 
head. This is a period of mergers, he 
added, the first result of which is to 
bring together great aggregations of cap- 
ital and the correlative result of which 
is intended to be increased earnings on 
that capital by the elimination of waste- 
ful overhead of all sorts. 

Mr. Welton expressed the opinion that 
Many agents in this country have not 
Tecognized and profited by the advan- 
tage they have in representing the pres- 
tnt type of group. He anticipated the 
Successful agency of the future as just 
4 much of a department store as the 
companies it represented; instead of hav- 
Ing “cut price” or “marked down” sales 
they could make a leader of some form 
of coverage so that every client of the 
ofice who ought to buy that coverage 
would have it brought to his attention 
and an effort made to close with him. 

Workman’s Compensation a Public 

Utility 

The speaker touched on compulsory 
automobile insurance, praising Edward 
- Stone, Employers’ Liability, for his 

(Continued on Page 42) 





Seeking Job-Prospectus 
Of Casualty Business 


INSURANCE FEDERATION PLAN 





Purpose Is to Attract More Young Men 
and Women to Insurance; Execu- 
tives Receive Questionnaire 





A special sub-committee of the com- 
mittee on insurance education of the 
Insurance Federation of America, head- 
ed by G. F. Michelbacher, Great Ameri- 
can Indemnity, is now attempting to pre- 
pare a job-prospectus for the casualty 
and surety business. Its purpose is to 
show the young man or woman about to 
embark upon his career just what the 
business of casualty insurance and sure- 
tyship has to offer. And to obtain a clear 
picture of existing conditions executives 
of the various companies have been sent 
a questionnaire letter with the suggestion 
that their views when compiled into a 
composite statement for circulation will 
materially benefit every carrier in the 
business. 

To be valuable such a composite state- 
ment must present a general picture of 
the business such as size, growth, pos- 
sibilities for future expansion, position 
in the business world, importance to 
trade and industry, organization and 
functions. The committee also feels that 
it will be necessary to have pointed out 
specifically how young people can be as- 
similated, what jobs are open to begin- 
ners, the approximate salary which is 
paid at the outset, and what the possi- 
bilities for advancement are. 

In the letter to executives it is stressed 
that the more attractive the job-pros- 
pectus is played up the more capable 
young people will be attracted to the 
business rather than seek employment 
elsewhere. The committee says: 

“This is merely a matter of self-pro- 
tection as other important enterprises 
are actively competing for personnel and 
unless the insurance business does like- 
wise it will fail to obtain its fair share 
of the best available material.” 

The Questions Asked 

The following questions asked have to 
do with the major positions involving 
various phases of insurance technique, 
such as statisticians, accountants, claim 
adjusters, underwriters, etc. 

1. If you recruit personnel for major 
positions in your home office and branch 
office organizations from any of the fol- 
lowing sources indicate by check. (If 
you secure applicants from other sources 
please state the sources.) : 

(a) Advertising. 

(b) Employe recommendations, 

(1.) Home office. 
(2.) Field. 

(c) Through agency representatives. 

(d) Through special personnel solicitors. 

(e) Through general application to person- 

nel department. 

2. How’many people do you employ 
for major positions each year; is the 
supply sufficient for your needs? 

3. Do you prescribe special education- 
al qualifications for certain positions? If 
so, state positions and corresponding ed- 
ucational requirements. 

4. Do you have any special training 

(Continued on Page 41) 





“its phases. 
































Michelbacher’s Book 
Ready In January 


A SURVEY OF CASUALTY FIELD 


Collaborated With Prof. Blanchard; Ex- 
* perts Contribute Chapters; Royalties 
Go to Actuarial Society 





By January 1, 1930, it is expected that 
the new book “Casualty Insurance 
Principles” by G. F. Michelbacher, vice- 
president, Great American Indemnity, 
will be published as the fifth volume in 
the McGraw-Hill insurance series of 
which Prof. Ralph H. Blanchard of the 
School of Business, Columbia University, 
is the editor. 

When the book was in its initial stages 
it was the idea of Messrs. Michelbacher 
and Blanchard to collaborate in writing 
a treatise on casualty insurance in all 
This program was modified 
later after the various casualty cover- 
ages had been exhaustively treated in 
two volumes by other authors and it 
was decided that this book should cen- 
ter on the business itself. 

A New Conception of a Text Book 

Then upon the announcement of the 
new course in casualty insurance of the 
Insurance Institute of America last 
year the authors felt that it would be 
most propitious to prepare their pro- 
posed volume as a text book for the 
course. It was later discovered that its 
scope would be too extensive for two 
writers and accordingly experts in par- 
ticular lines were invited to contribute 
chapters on their special subjects. 

The result has been an entirely new 
conception of a text book dealing with 
every important phase of the casualty in- 
surance business. The use of a group of 
experts as authors makes the book more 
authoritative. 

It is interesting to note that the au- 
thors’ royalties on “Casualty Insurance 


Principles,” have been offered to, and | 


accepted by, the Casualty Actuarial So- 
ciety with the approval of the co-operat- 
ing authors. 
Chapters and Their Authors 

The following gives the outline of the 
chapters and the author of each: (1) 
Casualty Insurance—Prof. Blanchard, 
Columbia University; (2) Insurance Car- 
riers—Prof. Blanchard; (3) Organiza- 
tion of Insurance Carriers—A. H. Robin- 
son, comptroller, Great American Indem- 


nity; (4) State Supervision—Clarence W. 
Hobbs, special representative, National 
Convention of Insurance Commissioners, 
National Council on Compensation Insur- 
ance; (5) Co-operative Organizations—G. 
F. Michelbacher; (6) The Insurance 
Transaction—Rexford Crewe, resident 
manager, Standard Accident. 


(7) Manual Rates and Rate Making— 
G. F. Micheibacher; (8) Merit Rates and 
Rate Making—G. F. Michelbacher; (9) 
Reserves—Thomas F. Tarbell, actuary, 
Travelers; (10) Statistics—T. F. Tarbell; 
(11) Audits of Exposure—C. F. Hebard, 
payroll audit superintendent, Globe In- 
demnity; (12) Underwriting—G. F. Mi- 
chelbacher; (13) Moral Hazard—G. F. 
Michelbacher; (14) Adjustment of 
Claims—H. W. J. Hargrave, manager, 
claim department, National Bureau of 
Casualty & Surety Underwriters; (15) 
Production—G. F. Michelbacher; (16) 
Advertising—L. F. Tillinghast, agency 
assistant, Great American Indemnity. 

(17) InSurance Engineering—H. W. 
Heinrich, assistant superintendent, en- 
gineering and inspection division, Trav- 
elers; (18) Reinsurance—G. F. Michel- 
bacher; (19) The Financial Statement— 
G. F. Michelbacher; (20) Office Proced- 
ure—A. H. Robinson; (21) Insurance 
Stocks—G. F. Michelbacher; (22) The 
Future—G. F. Michelbacher. 





W. C. HILL’S ANNIVERSARY 





Has Been With Retail Credit Co. For 
Twenty-Five Years; A Native of 
Monticello, Georgia 
Walter C. Hill, vice-president of the 
Retail Credit Co., recently celebrated his 
twenty-fifth anniversary with this organ- 
ization. It is interesting that Mr. Hill 
was made San Francisco manager of 
the Retail Credit Co. only a month be- 
fore the earthquake and was an eye 
witness to the devastating damage done. 
A native of Monticello, Georgia, Mr. 
Hill was a member of his father’s real 
estate and insurance firm there before 
he came into the Retail. Credit Co. ‘The 
citizens of his old home town recently 
complimented him with a_ testimonial 
barbecue, welcoming him and two of his 
boyhood friends back home as_ boys 
“who had gone to the city and made 
good.” Mr. Hill is widely known and 
popular among agents and company of- 

ficials. 
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Surety Ass’n Members 
To Uphold Towner Rates . 


RESOLUTION TO THIS EFFECT 





Companies Decide Not to Meet Non- 
Conference Company Competition; 
Atmosphere Clearer 





The surety atmosphere is clearer as 
a result of the important action taken 
at the Surety Association of America 
meeting last week for an adherence to 
the rates of the Towner Bureau. It 


Cont’l Casualty Volume 
Breaks All Records 


$12,884,000 FOR 9 MOS. THIS YEAR 





This Total of Net Premiums Was 10% 
Ahead of 1928; Expect to Close Year 
With $17,000,000 





The nine months’ showing in net pre- 
mium volume of the Continental Cas- 
ualty indicates that the company has 
again broken all previous records. These 
premiums (which do not include busi- 
ness written by its affiliated companies) 





Age 33, married, two 
university. 


The Eastern Underwriter, 1 





| 
| of commerce. 


ADVERTISING & SALES PROMOTION EXECUTIVE 


now with large insurance company, because of limitation of opportunity, 
desires connection with some other progressive insurance company. Ten 
years’ practical experience. Faculty member of prominent university school 


Box 1125 


children. Honor graduate leading 


10 Fulton St., New York 








T. L. PURDUM PASSES AWAY 


Thomas L. Purdum, vice-president of 
the New Amsterdam Casualty since 1916 
in charge of its New York branch of- 
fice, passed away Monday night as a 





SEABOARD SURETY ELECTIONS 
The Seaboard Surety this week elected 
L. C. Amos of 26 Broadway, New York, 
as vice-president in charge of finances, 
and David McAlpin Pyle, New York 

































































means that the member companies will é : : sick lawyer, has been added to the board of Ins 
not attempt to meet non-conference aggregated $12,884,000, a gain over the raat of pee ee directors. unc 
company competition. first nine months of 1928 of $1,163,000 | eat shock to the home office officials The company has also declared a cash cie 
The sentiment was strong for uphold- or _10%. : . as well as to the New York staff. Mr. dividend of twelve and one-half cents Th 
ing the Towner rates throughout the The following table shows net premi- Dburdum entered the business in 1897 on its stock, payable November 15 to eve 
long and spirited discussion on cut-rate ums written for the first nine months in and during his career served efficiently stockholders of record as of October 30. Ha 
competition, particularly in contract the last five years: the Maryland Casualty and the Fidelity Its September 30th statement shows as- wh 
bonds, and when a vote was taken to- 9 months 1929—-$12,884,306 & Deposit besides the New Amsterdam. sets of $2,471,009; surplus over all lia- cla 
ward the close of the meeting it gave > 1928— 11,721,214 bilities of $1,115,283, and reserves for un- wil 
definite indication of how the wind was 1927— 11,232,007 John A. Griffin, vice-president, Fidelity earned premiums of $264,399. for 
blowing. The resolution passed embod- re 1926— 10,151,778 & Deposit, in charge of the New York tire 
ied the above indicated sentiment. __ “ S985-~" 9.066986 office, recently back from a pleasure LICENSED IN COLORADO Ow 
The conversation in surety circles this It is anticipated that net premium trip abroad, had the pleasure of meeting The Excess Insurance Co. of Amer- wil 
week centered around the effect this writings of the Continental Casualty, J. Ramsay MacDonald, prime minister ica has been licensed in Colorado. last 
resolution would have - on non-confer- exclusive of affiliated companies, for of Great Britain, who was a fellow pas- 1 
ence company competition and there 1929 will approximate $17,000,000. With senger on the S. S. Berengaria. Mr. The Commerce Casualty, Glens Falls gro 
were some who took the attitude that a jts affiliated companies net premiums for Griffin was impressed by his democratic company, has been licensed in Massa- ind 
reasonable measure of such competition the year will approximate $23,000,000. manner and approachableness. chusetts. be 
was beneficial for both the buyer of in- 5:1 
surance and the agent, as well as the of 
conference company. It was pointed out wri 
that the non-conference companies are 7 ma 
writing not more than 10% of all the *, . . and the ball struck the caddie nec 
premiums in the aggregate at a rate of right over the eye, and Myrna told jun 
about 25% below conference while the me it would have cost her nearly $300 pas 
Surety Association companies were re- : : res 
taining 90% of all the premiums. if she had not had that wars Sports ma 
Another action taken at the meeting Liability Endorsement’ on her auto- of 
was to reinstate the old committee ap- mobile insurance.”* 
pointed last year to revise the standard ! 
form of reinsurance agreement. E. C. ° ° me 
Lunt, vice-president, Great American Agents representing this : 
Indemnity, is chairman of this commit- 
a company know that they . 
N. Y. DELEGATION ENTERTAINED have the most modern poli- pie 
Maryland Casualty Party of 22 Headed cles and the fullest coverage a 
by J. Ives Barton Visits Home « 
a to offer. That knowledge Ps 
The Maryland Casualty home office brings sales confidence and req 
was — om week to a party of twenty- f 1 f of 
two including members of the casualty tict 
staff of the New York office. Motoring berms POSE uae —— tio 
down to Baltimore Friday afternoon, the clients. the 
New Yorkers were welcomed Saturday of 
morning by E. J. Bond, first vice-presi- ass 
dent and Richard H. Thompson, third Our execu t i ves are out 
vice-president, and the home office of- 2 E s the 
ficial staff. After a group picture the agency-minded in all their e 
party was taken on a tour of inspection ‘ # = 
of the company’s administration plant dealings with producers. N 
and buildings. ’ 
The Navy-Notre Dame football game Most of them have them- 
was the attraction in the afternoon fol- 
lowing which dinner was held at the selves been agents and are N 
Lord Baltimore hotel. Informal talks e ° the 
were made by J. Ives Barton, resident thus equipped to Z1lv e me! 
vice-president, and E. W. Carr. resident ’ sur; 
manager, New York office who were in agents problems careful, plia 
charge of the delegation; also E. C. Ire- » law 
lan, superintendent of agents, and Car- personal and understanding diti 
roll Tubman, manager, plate glass de- ° cep 
partment, who was in his best form as attention. its 
an after dinner speaker. the 
The home office committee which made T 
a acon for the New Yorkers in- E & bl & | ney 
cluded Mr. Irelan, Harry C. Michael, t t & S t thr 
assistant auditor; W. H. Krause. assis- qui a os aSua y ure y tr 
“— - Mr. Irelan, and Mr. Tubman. , 
he delegation was made up of those i 
who heretofore had not visited the home omp any ; 
office “4 it ~~ them an opportunity es 
to meet those with whom they have dail ‘ ~ 
contacts. : : JOHN Ls MEE, President the 
ven 
FRANKLIN SURETY GAINS 7 7 st bl sesteeneeeseneencceeeenacaceenranenteneneeeneessnsserenceeenercneseeeenees Mo; 
The gross premium volume of the uita e *MR. JOHN. L. MEE, Pres. to 
Franklin Surety for the third quarter of q ——. & Surety Co. hay 
1929 was $382,118 as compared to $243,- © e New York City. e 
669 for the second quarter. This makes in Practice Dear Mr. Mee: War 
a total of $738,454 written for the first I am interested in learning more about the ‘Sports ent 


Liability Endorsement” you have originated and about 


nine months. ‘ the advantages of your company. 


The company shows a nice increase in 
reserve for unearned premiums, the to- 
tal being $326,434 as of September 30 
as compared with $78,074 on March. 31. 
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Attractive Lineup of Lectures for 


Senior Students in Suretyship 


George E. Hayes in Charge, Assisted by Martin W. Lewis and E. N. 
Moseman; To Concentrate on Surety Claims; Lectures Start 
Oct. 24 and Run to January 23; Many 
Prominent Speakers 


The senior course in suretyship of the 
Insurance Institute of America, given 
under the auspices of the Insurance So- 
ciety of New York, Inc., will start on 
Thursday, October 24, the lecture that 
evening being in charge of George E. 
Hayes, vice-president, Union Indemnity, 
who has been directing the surety 
classes for some years past. Mr. Hayes 
will outline the details of the course 
for the 1929-30 season which centers en- 
tirely around claims, and W. Douglas 
Owens, prominent New York broker, 
will present prizes to the students for 
last year’s work. 

The suretyship courses are constantly 
growing in popularity and from present 
indications the enrollment this year will 
be good. The classes will meet from 
5:15 p. m. to 6 p. m. at the board room 
of the National Board of Fire Under- 
writers, 85 John street. The lectures 
may be taken in any year. It is not 
necessary for the student to begin in the 
‘junior year. Papers are examined and 
passed on the course for each year, the 
result for the three years making the 
mark for the entire course, irrespective 
of whether taken consecutively or not. 

Hayes on Value of the Course 


Associated with Mr. Hayes, who in ad- 
dition to being chairman of the surety 
educational committee, is second vice- 
president of the Society, will be Martin 
W. Lewis of the Towner Rating Bureau 
and Edward N. Moseman, counsel, claim 
department, Southern Surety. In com- 
menting on this year’s course Mr. Hayes 
says : 

“It is a well known fact that a com- 
plete knowledge of the surety business 
requires at least a general knowledge 
of the handling of claims. It is par- 
ticularly so in connection with produc- 
tion of surety bonds because it gives 
the broker, agent, and solicitor an idea 
of where protection is needed. It also 
assists in underwriting because it brings 
out the possibilities of liability under 
the bond of the surety company. : 

“The lectures are given by the best 





men in the different lines, and while the 
time devoted to each subject is rather 
short there is always given a sufficient 
general knowledge of the subject to en- 
able the student to pursue his search 
for additional information along the lines 
suggested in each lecture.” 
Lecturers and Speakers 


The complete line-up of lectures and 
speakers for the course shapes up as 
follows: 

October 24, 1929—Assembly and organization 
of class. Instructions and description of course. 
Presentation of prizes to students by W. Doug- 
las Owens of the Committee on Prizes. George 
E. Hayes, vice-president, Union Indemnity. 

October 31, 1929—Fidelity Bond Claims. 
John Lew, manager, fidelity claim department, 
Fidelity & Deposit. 

November 7,1929—Federal and Public Official 
Bond Claims. E. Vernon Roth, assistant coun- 
sel, bond claims, Columbia Casualty. 

November 14, 1929—Bankers’ and Brokers’ 
Blanket Bond Claims. (Lecture No. 1.) Henry 
W. Nichols, 3rd, general attorney, National 
Surety. 

November 21, 1929—Bankers’ 
Blanket Bond Claims. 
W. Nichols, 3rd, 
Surety. 


and Brokers’ 
(Lecture No. 2.) Henry 
general attorney, National 


December 5, 1929—Forgery and Securities’ 
Blanket Bond Claims. Arthur B. Cross, secre- 
tary, fidelity and surety claim department, Met- 
ropolitan Casualty. 

December 12, 1929—Court and Judicial Bond 
Claims. Ira L. Anderson, attotney-at-law, New 
York City. 

December 19, 1929—Depository and Miscel- 
laneous Claims. N. E. Wheeler, counsel, bond- 
ing claims department, Royal Indemnity. 

January 2, 1930—Contract Bond Claims. Ed- 
ward N. M i 1, Southern Surety. 

January 9, 1930—Defaulters. Arthur H. Hay- 
um, secretary, Consolidated Indemnity & In- 
surance Co. 

January 16, 1930—Salvage. B. J. McGinn, 
manager and vice-president, claim department, 
American Surety. 

January 23, 1930 — Co-ordination. 
Cullen, vice-president, National Surety. 





Vincent 








Newspaper Distributors Here 
Required To Take Out 

, Auto Liability Insurance 

New York newspapers last week won 
their fight to have distributors in the 
Metropolitan area take out liability in- 
surance policies on their trucks in com- 
pliance with the financial responsibility 
law, effective September 1, without ad- 
ditional cost to the papers. All dailies ex- 
cept the “Evening Journal,” which has 
its own delivery system, co-operated in 
the effort. 

The new. arrangement protects the 
Newspapers from loss of delivery service 
‘hrough accidents in which distributor's 
‘tucks are involved. 





ASK FOR RATE DECREASE 

Irginia manufacturers are asking for 
a reduction in the tax of 314% on work- 
men’s compensation premiums levied by 
the state. At the recent. annual con- 
Yention of their association held in Rich- 
Mond a special committee was appointed 
'0 study the question with a view of 
Sen the tax reduced at the next ses- 
on of the legislature convening in Jan- 
‘ary. The idea prevailed that the pres- 
‘nt tax is too high. 





F. HIGHLANDS BURNS BACK 
land Highlands Burns, president, Mary- 
“ sualty, returned this week from 

Month’s pleasure trip abroad. 





J. L. TIERNON, JR.. HONORED 

John L. Tiernon, Jr., general agent of 
the Maryland Casualty at Buffalo, was 
given a testimonial dinner in the Hotel 
Statler in that city on the occasion of 
his twenty-fifth anniversary as repre- 
sentative of the company. Ralph F. 
Proctor, vice-president of the company, 
was the speaker of the evening, compli- 
menting Mr. Tiernon on his fine record 
during his quarter of a century of ser- 
vice. Mrs. Elmer E. Kiger, an original 
employe of the agency of which Mr. 
Tiernon is head, was one of the guests 
of the occasion. 





CHANGE FOR R. B. HOLBROOK 

R. B. Holbrook, formerly with the 
Memphis branch office of the United 
States F. & G, has succeeded Joseph 
U. Moore as special agent for the Rich- 
mond branch of this company with head- 
quarters at Raleigh, supervising all un- 
derwriting lines in eastern North Caro- 
lina. Mr. Moore resigned recently to 
join the forces of the Metropolitan Cas- 
ualty at Greensboro, N. C. Mr. Hol- 
brook is a graduate of the engineering 
department of Cornell University. 





NEW DES MOINES CLUB 


Organization has been completed of 
the Casualty & Surety Club of Des 
Moinés. ~~ ; 





L. A. Sawyer to Manage 

Bureau P. G. Department 
NEW RATE MANUAL OUT SOON 
Will Contain Fewer Differentials And 


Zones; No Rate Increases; Govern- 
ing Committee Named 








A further step in the reorganization 
program of the National Bureau of Cas- 
ualty & Surety Underwriters was taken 
last week with the formal launching of 
the plate glass department under the 
managership of Leonard A. Sawyer, 
burglary department manager, who will 
handle plate glass in addition to his 
present duties. Mr. Sawyer has been 
with the Bureau for the past seven 
years. 

A new governing committee for this 
department was appointed including the 
Aetna Casualty & Surety, American 
Surety, Commercial Casualty, Fidelity & 
Casualty, Hartford Accident & Indem- 
nity, Indemnity Insurance Co. of North 
America and Royal Indemnity. This 
takes the place of the whole-over com- 
mittee. 

The biggest coming event on _ the 
plate glass horizon is the new manual 
which is expected for distribution not 
later than December 1. Although the 
National Bureau has given no advance 
indication as to rate changes, it is defi- 
nitely known that there will be no in- 
creases. The aim has been for a sim- 
pler manual; for fewer differentials and 
zones; for a logical and honest and less 
wasteful system of measurements and 
surveys that will protect the honest 
against paying for the tricks of those 
who are willing to gain an advantage by 
not being quite honest. 

And in particular those handling its 
preparation have been desirous of se- 
curing co-operation, understanding and 
unity of purpose between the field man- 
agers of all companies with home office 
departmental superintendents. 





TWO NEW GENERAL AGENTS 
Standard Surety & Casualty Appoints 
G. C. Hadlock for Hartford; Amord 
Realty Co. for Wheeling 


The Standard Surety & Casualty has 
appointed George C. Hadlock as general 
agent for .casualty lines in Hartford, 
Conn., and the Amord Realty Co., of 
Wheeling, West Virginia, as general 
agents for casualty and surety. 

Mr. Hadlock is an old established 
agent of Hartford who is treasurer of 
a manufacturing plant there besides 
holding the office of president of the 
Hartford Exchange Club. 

The Amord Realty Co. has represent- 
ed on its board of directors some of 
Wheeling’s prominent business men. The 
agency operates large developments in 
northern West Virginia. Barnett Ben- 
jamin, its insurance manager, has been 
in the business for sixteen years. 





PREFERRED ACCIDENT SPLIT-UP 


The common stock of the Preferred 
Accident is being split up on a five to 
one basis. The par of the old stock is 
$100 and it is quoted at $600 bid and $615 
asked. 

The Preferred’s running mate, the 
Protective Indemnity, will start around 
the first of next year and will have an 
authorized capitalization of $500,000 con- 
sisting of 50,000 shares of common stock, 
$10 par value, and a surplus of $1,015,- 
200. Present stockholders of the parent 
company will have the preference of sub- 
scribing for the new company’s stock 
at about. $30.25 a share. 


NEW MEMPHIS COMPANY 


The National Automobile & Casualty, 
now organizing in Memphis with an ini- 
tial capital of $200,000, will specialize on 
a copyrighted “whole family protection” 
accident policy to automobile owners, 
covering them and all members of their 
families. 





National Bureau Notes 











The Commercial Casualty has been 
appointed to the governing committee 
of the National Bureau’s claim depart- 
ment. 

* * * 


The Bureau’s membership is now at 
its highest point having forty-eight com- 
pany members, including the New York 
Casualty, the latest to join. 


* * * 


Favorable consideration is now being 
given to the opening of a_ bureau 
branch at Seattle, Washington. 

i; e's 


Jesse S. Phillips, Great American In- 
demnity, as chairman of the executive 
committee of the bureau, presided at 
last week’s two-day session and under 
his leadership the committee went 
quickly through a long list of items on 
the agenda. 

* * * 


Appreciation was shown by the ex- 
ecutive committee for the good work 
done by L. L. Hall as secretary-treas- 
urer of the Bureau since he took over 
this important phase of its activity. Mr. 
Hall was formerly with the National 
Council on Compensation Insurance. 





N. Y. STATE AUTO REVOCATIONS 


More than 73% of the 305 licenses to 
operate a motor vehicle in New York 
state revoked by Charles A. Harnett, 
commissioner of motor vehicles, during 
the two weeks ended October 7 were 
for driving an automobile while intoxi- 
cated. There were 305 revocations and 
223 were for this cause alone. This es- 
tablishes a new high record for any two 
weeks since the present motor vehicle 
law has been in effect. 
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WHAT WINS A BALL GAME? 


PP?) 


Hittine. .:..:.- .- hittiag..... ..... .. awe he “Biteang. 
True. . . . a ball team must have pitching and fielding but 
a game is won on hits. 





The Employers’ Group is well up in the league. It is winning 
its games regularly. And why? Not only because of the splendid 
pitching done by the Home Office. Not only because of the 
flawless fielding done by its claim men, auditors, or engineers, 
but mostly due to the ruins knocked in by its agents. 


What a murderer’s row these agents make, ten thousand strong, 
every one a fence buster and all batting for one thousand. Just 
the sort of line-up that a real hitter would like to join. And it 
can be done. To the agent who can ‘‘hit the apple’’, who does 
know a good risk from a bad one, who can win ball games, there 
is always a place on The Employers’ Group line-up. Ask the 
General Agent or Branch Manager in your territory or write to 
the Agents Department for your uniform. 


THE EMPLOYERS’ GROU-P 


. Practically every kind of Insurance except Life Insurance, including Fidelity and Surety Bonds 


110 MILK STREET BOSTON, MASS 


AMERICAN EMPLOYERS’ 
INSURANCE COMPANY 


THE EMPLOYERS’ 
FIRE INSURANCE COMPANY 





THE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, LTD. 
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Bartlett Greene Joins 
National Association 


AS A. A. KLINKO’S SUCCESSOR 





Retires As Vice-President of N. Y. In- 
demnity; Closely Associated With 
Spencer Welton For 18 Years 





Barlett Greene has retired as Vice- 
president of the New York Indemnity 
to become assistant secretary of the Na- 
tional Association of Insurance Agents, 
succeeding A. A. Klinko, who has re- 


signed to become publicity director- for 
Mr. Greene 


Corroon & Reynolds, Inc. 





BARTLETT GREENE 


comes to the National Association with a 
background of sales, insurance and pub- 
licity experience. 

A native of Philadelphia and a Phi 
Beta Kappa. man in Brown University, 
of which he is a graduate, Mr. Greene 
Started his *bi’siness’ career’ ‘as” secretary 
and sales manager of the Sterling Tire 
Corp. of Rutherford, N. J., the concern 
of which Spencer Welton; now Union 
Indemnity vice-president, was president 
at the time. 

After the latter became associated with 
the Fidelity & Deposit, Mr. Greene 
Joined the company in 1923 with the 
western executive office at Chicago, later 
entering the home office, where he was 
engaged in agency development work. 

When Mr. Welton was elected presi- 
dent of the New York Indemnity Mr. 
Greene took charge of publicity and ad- 
vertising of that company, editing the 
house organ, “Our Folks.” 

€ was in succession assistant secretary, 
eastern agency manager, assistant super- 
intendent of agencies and vice-president. 

In speaking of his ability this week 
Mr. Welton said: “You will find Bart- 
lett Greene always thoughtful, consider- 
ate and a real acquisition to the Nation- 
al Association’s home office organiza- 
tion.” Mr. Greene was closely associ- 
ated with Mr. Welton for eighteen years. 





AWARD CASUALTY PRIZES 

Presentation of the Jesse S. Phillips 
Prizes to the winning junior course stu- 
dents of the Insurance Society of New 
ork on last year’s work was made at 
the opening lecture meeting this week 
by James J. Hoey, chairman of the com- 
mittee on prizes. The winners ‘were: 
First prize—Willard J. Simon of Davis, 
Dorland Co, 
Second _ prize—(three _ tied) —Irving 
Trinin of Insurance Management: Corp., 
Charles F. Horan of New York insur- 
ance department, and Harmon A. Jos- 
¢ph of Nestles Food Co. 

Third prize—Julia L. Field of Royal 
ndemnity. 

Honorable mention students~Ralph 
— of Frank B. Hall & Co., and Roberts 
ash of the General Accident.. ~~ 





“Old Guard” Reunion 
Of American Bonding 


PLANNED FOR NEAR FUTURE 








List of Those Who Made Their Start 
in Old Baltimore Co. Is A 
Long One 





A movement is now on foot to stage 
a big reunion in the near future of the 
“old guard” of the American Bonding— 
those who had their .start and early 
training in the company many years ago 
and who have since gone -forward.in the 
insurance business. The list is a long 
one and includes many familiar names 
among whom are the following: 

George L. Radcliffe, president, Ameri- 
can Bonding, and now first vice-presi- 
dent, Fidelity & Deposit. 

Paul Rutherford, now vice-president, 
Hartford Accident, and manager, New 
York department. ? 

Norman R. Moray, now president, 
Southern Surety of N. Y. and Southern 
Fire. 

H. H. Stryker, now president, First 
Reinsurance Co. -of Hartford. 

Vincent Cullen, -now vice-president, 
Greater New York department, National 
Surety. ‘ 

James L. D. Kearney, now vice-presi- 
dent; Hartford Accident. 

D. E. Monroe, now vice-president, Am- 
erican Central of St. Louis. 

George Cator, former president, Am- 
erican -Bonding. now retired. 

John A. Griffin, now New York vice- 
president, Fidelity & Deposit. 

Wallace P. Harvey, vice-president and coun- 
sel, Fidelity & Deposit; William A. Bullock, 
reinsurance manager, New York office, Fidelity 
& Deposit; F. Morris Miller, New York office, 
Fidelity & Deposit; G. W. Denmead, general 
attorney, New Amsterdam Casualty; William B. 
Wood, vice-president, New Amsterdam Casu- 
alty; William C. Hunter, assistant secretary- 
treasurer, New Amsterdam Casualty. 

Also Luther E. Mackall, vice-president, Equit- 
able Casualty & Surety; Daniel Coombs, New 
York attorney; J. Collins Lee, vice-president and 
secretary, Hartford Accident; Wallace Stevens, 
fidelity and surety claim attorney, Hartford Ac- 
cident; Charles N. McNaughton, Standard Ac- 
“cident; R. C. Carson, secretary and home of- 
fice manager, Liberty Surety Bond Insurance 
Co.; F. Bucharian Owen of Owen, Crowell & 

Co., Cleveland local agents; W. Herbért Stew- 
art of Stewart, Keator, Kessberger & Lederer, 
Chicago local agents; Edwin W. Poe, Baltimore 


Travelers Makes 
Managerial Shifts 


E. R. MILLS COMES TO N. Y. 





Other Changes Affect Charlotte, Atlanta, 
St. Louis, Peoria, Minneapolis, Du- 
luth, Brooklyn, Pittsburgh 





Changes affecting the managerial 
staffs, casualty lines, in a number of 
branch offices have been made recently 
by the Travelers. The appointments 
announced include the promotion of 
William M. Boyst as manager at Char- 
lotte, N. C., H. Grady Brooks, manager 
at Atlanta, Ga., George H. Cosby, Jr., 
assistant manager at Charlotte, George 
A. Godine, assistant manager at St. 
Louis, Lee J. Stivers, assistant manager 
at Peoria, Ill, the transfer of Manager 
Norman M. Paul from Duluth, Minn., to 
Minneapolis, Manager Frank S. Kilpat- 
rick from Peoria to Duluth, Assistant 
Manager Ewart R. Mills from Newark, 
N. J., to 55 John Street Branch, New 
York, and Assistant Manager William 
M. Scully from Pittsburgh to Brooklyn. 

Their Respective Careers 

Mr. Boyst succeeds James White as 
manager at Charlotte, following the lat- 
ter’s appointment as associate manager 
at Newark. Mr. Boyst has spent his en- 
tire business life in North Carolina, al- 
though he is a Missourian by birth. He 
became a field assistant with the Trav- 
elers in June, 1920, when he was as- 
signed to the Charlotte office. Mr. 
Brooks’ appointment as manager at At- 
lanta follows the transfer of Leon C. 
Ruskell to’ Pittsburgh as associate man- 
ager. Mr. Brooks, a native of Georgia, 
came with the Travelers as a field as- 
sistant in November, 1924, his first as- 
signment being to the Atlanta office. 

Mr. Cosby, who has been made an as- 
sistant manager at Charlotte, was ap- 
pointed a field assistant in that office 
after completing the training school 
course in June, 1926. Prior to that time 
he had served the company in the claim 
division at Richmond, Va., for two and 

a half years. 

As a result of the vacancy at St. Louis 

occasioned by the appointment of E. L. 
Haines of that office as manager at 








capitalist, who was one of the early secretaries 
of the American Bonding but is no 
connected with the business. 


longer 








High Spots In G. 


As reported by The Eastern Under- 
writer last week Grady H. Hipp -has 
joined the New. York State Insurance 
Fund as its actuary, succeeding W. G. 
Voogt who resigned recently to become 
comptroller of the Associated Indemnity 
of San Francisco. 

Mr. Hipp has been actuary of the New 
York insurance department since 1920. 
One of his notable accomplishments 
there was a study of the acquisition costs 
of life companies, which led to impor- 
tant changes in the state insurance law 
at the last session of the legislature. He 
was active also in investigating problems 
connected with the reserves on non-can- 
cellable accident and health policies. As 
a result of this work several companies 
were saved from ultimate disaster. The 
first comprehensive ruling of the de- 
partment on commutation of renewal 
commissions, issued last December, was 
prepared by Mr. Hipp. 

Many: prominent executives of private 
insurance -. companies have — publicly 
praised: the manner in which Mr. Hipp 
has succeeded.in bringing about friendly 
co-operation between the department and 
the companies in matters requiring most 
diplomatic handkng. 

His Many Activities 

Mr. Hipp has been secretary of the 
Committee on Blanks of the National 
Convention of Insurance Commissioners; 


° ? 
H. Hipp’s Career 
chairman of a special subcommittee on 
fraternal blanks; member of a special 
committee to revise the gain and loss ex- 
-hibit for life companies; member of a 
special committee to report on the ad- 
visability of making the American Men 
Ultimate Table of Mortality permissive 
as a legal valuation standard; chaitman 


of a special committee to report on total 
and permanent disability benefits. 


Before coming to the New York de- 
partment as assistant actuary in 1919, 
Mr. Hipp had been assistant actuary of 
the Wisconsin insurance department. 
While there he had charge of the valua- 
tions of fraternal societies and life com- 
panies, and conducted a number of ex- 
aminations of these societies and com- 
panie¢s—more notably the joint examina- 
tion of the northwestern mutual life in- 
surance companies by a number of 
states in 1917. The report of this ex- 
amination was printed in pamphlet 
form. 

In 1918 Mr. Hipp was commissioned 
second lieutenant in the Coast Artillery 
Reserves. He is a graduate of New- 
berry College in South Carolina, and did 
post-graduate work at University of Vir- 
ginia and University of Wisconsin. 

He is an associate member of the Cas- 
ualty Actuarial Society, a member of. the 
Fraternal Actuarial Association, and an 
associate member. by examination of the 
American Institute of Actuaries. 





New Haven, Conn., Mr. Codine has been 
made assistant manager. Coming with 
the company in 1919, Mr. Godine served 
for a number of years as assistant 
cashier in the Washington (D. C.) of- 
fice. In March, 1925, he was made a 
field assistant at Washington, in which 
position he continued until his appoint- 
ment to. St. Louis. 

Mr. Stivers, who has been appointed 
an assistant manager at Peoria, is a na- 
tive of that city. His association with 
the company began in January, 1927, 
when he was appointed a field assistant 
in the Peoria office. Frank S. Kilpat- 
rick, manager at Peoria since March, 
1922, in taking up similar duties at Du- 
luth succeeds Norman M. Paul, trans- 
ferred as manager to Minneapolis. Mr. 
Kilpatrick first served the Travelers as 
a payroll auditor, but in March, 1919, he 
became a special agent and was assigned 
to Atlanta. Shortly after that he was 
made assistant manager at Grand Rap- 
ids, Mich., where he remained until his 
transfer to Peoria as assistant manager. 
Mr. Paul succeeds Frank R. Olson as 
manager at Minneapolis, the latter hav- 
ing previously been made associate man- 
ager at Philadelphia. Mr. Paul came 
with the company late in 1920, his first 
assignment being as a special agent in 
the Minneapolis office. About two 
years later he was transferred as a field 
assistant to Winnipeg, where he _ re- 
mained until his return to Minneapolis. 
In 1926 he was appointed manager at 
Duluth, in which capacity he continued 
to serve until his transfer as manager 
to Minneapolis. 

Mr. Mills who becomes an assistant 
manager in the company’s 55 John Street 
office in New York has been with the 
Travelers since 1917. His experience in 
the Newark office, where he was an as- 
sistant managet, makes him well-fitted 
for the assignment in New York. 

Mr. Scully. transferred from Pitts- 
burgh as assistant manager to serve in 
the same capacity at Brooklyn. first 
served the Travelers as an investigator 
at Springfield, Mass. 





Casualty Job-Analysis 


(Continued from Page 37) 
for new employes? If so, specify de- 
tails. 

5. Give approximate beginners’ salary 
for each position. 

6. Map approximate line of advance- 
ment for each beginner’s position and 
give approximate salary of each succeed- 
ing position. 

7. State how long on average an em- 
ploye must take to advance from position 
to position. 

8. How have college trained men in 
your organization compared, as to prog- 
ress, with other men in your employ? 

Emphasis on College Trained Men 

9. Give the following specific data 
concerning each of the college trained 
men employed by your company since 
and including 1924 who at the time of 
employment had had no previous insur- 
ance or bonding experience. (If you 
have employed more than twenty-five 
college trained men during this period 
it is suggested that data be given as to 
five men employed in each year of this 
period, or in such other form as you 
believe would best serve the purposes of 
this questionnaire.) 


(«) Date of employment. 

(b) Age when employed. z 

(c) _Number of years out of college when 
employed. 

(d) Beginning salary. 

(e) Beginning position. (State class of busi- 
ness to which employe was first as- 
signed.) 

(f) Present position. (State class of busi- 
ness in which employe is now engaged.) 

(g) Present salary. 

(h) If left your company, state when and 


also whether to your. knowledge he con- 
tinued in insurance business. 

Serving on the committee with Mr. 
Michelbacher are C. G. Hallowell, Aetna 
Life & Affiliated Companies, and L. H. 
Lippincott, Maryland Casualty. 
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Psychology’s Part In 
Reducing Auto Accidents 


AS JAMES S. KEMPER SEES IT 


Says National Attitude Is Neglected 
Point of Approach to Problem; 
Safety Congress Speaker 


One of the thought-provoking state- 
ments made at the recent National 
Safety Congress in Chicago was_ that 
“the psychology of our national attitude 
toward automobile accidents is today 
both the most important and the most 
neglected point of approach to automo- 
bile accident prevention.” The speaker 
was James S. Kemper, president, Lum- 
bermens Mutual Casualty of Illinois, who 
emphasized further along in his talk that 
the right national attitude is one that 
is entirely constructive, positive, affirma- 
tive. He said in part: 

“It accepts the automobile as some- 
thing that is inherently good not bad. 
It conceives the uverage motorist as one 
who means well and in the vast majority 
of cases does well, not ill. It refuses 
to be hidebound by old notions or preju- 
dices. It looks forward not backward. 
It assumes that nearly 100% of motorists 
want motoring to be safe for themselves 
and others. Most important of all, it is 
an attitude of eagerly accepting and con- 
forming to whatever will be for the 
ereatest good of the greatest number. 

Emphasizes Financial Aspect 

“To influence the psychology of our 
national attitude, we need to emphasize 
some aspects of the situation that have 
not begun to have attention commensu- 
rate with their importance. 

“One of these is the financial aspect. 
I am an employer. I have a fleet of 
ten trucks. [| pay so much a year for 
insurance. Each truck has one accident, 
ten accidents altogether, mostly small 
ones, in the course of a year. Well, I 
am insured and these accidents have cost 
me the premium I would have paid any- 
how, is my reflection. 

“T am wrong, dead wrong. These ac- 
cidents have cost me a minimum of 
$662.50 over and above what I pay for 
my public liability and property damage 
insurance. 

“The sum of $662.50 represents hidden 
costs, not insurable costs, of automobile 
accidents, large and small. The average 
is $66.25 per accident. It is much less 
in some cases, more in others. But it 
is always there, on the average $66.25 
cost to the commercial vehicle owner for 
every accident, over and above full in- 
surance indemnity. When owners of our 
millions of trucks realize that every bent 
fender means a loss of $66.25, it will 
make a difference. 

Survey Into Repair Costs 

“IT have used the figure of $66.25. Un- 
doubtedly the actual figure, if it could 
he obtained, would be found to be a 
vreat deal more, probably at least dou- 
ble. To obtain this figure of $66.25 for 
use here today. we took one thousand 
recent automobile accidents. We wrote 
to the owners and asked them for their 
estimates of costs not covered by insur- 
ance. Up to now, we have had almost 
700 replies. Most of the answers reflect 
a sincere attempt to answer our de- 
tailed questionnaire correctly, but many 
omit answers to various questions and it 
is obvious that our conclusions err on 
the side of conservatism. 

“We asked for the cost of repairs to 
the owner’s truck not covered by col- 
lision insurance. This cost averages 
$12.70. Towing costs $0.36. Depreciation 
in value because of accidents averages 
$44.50. Replacing the truck temporarily 
costs $1.48. Damage to cargo is $2.00. 
Time of employes lost at the scene of 
accident, in filling out reports later and 
in conference aggregates a cost of $4.55 
per accident. Other costs, including tem- 
norary help. come to an average of 
$0.67. Together these very conservative 
average items total $66.25 per accident. 
Multiplied by the number of commer- 


cial vehicle accidents, the total repre- 
sents a huge annual dead loss to indus- 
try. Due appreciation of what this 
means to each employer, will be bound 
to be reflected in the attitude and driv- 
ing technique of hundreds of thousands 
of commercial vehicle drivers on our 
highways daily. They will be more con- 
siderate and courteous, and that means 
more careful.” 

Critical of Reckless, Unskilled Driver 

Mr. Kemper declared that another ele- 
ment in our national psychology toward 
motoring problems that is in need of re- 
vision, is the fiction that all motorists 
have equal rights and privileges. This 
belief is mischievous in the extreme, he 
said. It leads the new driver of his first 
car to attempt feats of speed and en- 
durance that would try the skill of the 
motorist with two or three hundred 
thousand miles of varied driving experi- 
ence. 

A man who is learning to swim, does 
not leave his gentle park beach and 
try to swim the English Channel. Then 
why does the same man a few weeks 
after he gets his first car try to thread 
congested city traffic at the rush hour 
or make express train speed over wind- 
ing, hilly roads between distant cities? 
The answer is because the absurdity of 
the situation has not been brought home. 
When recognition of the fact that skill 
at motoring is akin to proficiency at 
golf becomes widespread, a change in 
our national attitude will have occurred 
that will have a material effect in reduc- 
ing our national toll from automobile ac- 
cidents.” 





PRAISES CASUALTY COMPANIES 


South Amboy Local Paper Endorses 
Work of Insuring Automobiles; Cites 
“From Baby to Giant” Growth 
An interesting editorial in the South 
Amboy (N. J.) “Citizen” last week en- 
dorsed the good werk of the casualty 
companies, referring particularly to the 
insurance on automobiles. The editorial, 
carrying the title, “From Baby to Giant,” 

read as follows: 

“Not many years ago casualty insur- 
ance was a baby in the business world. 
Its growth to present gigantic propor- 
tions is one of the business miracles and 
its period of greatest progress seems 
still in the future as air transportation 
becomes a reality. 

“Casualty insurance, with the develop- 
ment of the automobile, has become vir- 
tually necessary to every one who trav- 
els our highways. It protects employers 
and employes in construction work. It 
is our defense against an element that 
is always present in human activities— 
the chance of accident. 

“The magnificent service of the casu- 
alty companies to the American people 
has played a conspicuous part in devel- 
opment of our social and industrial civ- 
ilization.” 





MAKES P. C. APPOINTMENT 

The Consolidated Indemnity & Insur- 
ance Co. has appointed R. H. Messer 
of Kansas City as manager of its Pa- 
cific Coast department for all lines with 
headquarters at San Francisco. Mr. 
Messer formerly lived in San Francisco. 
He was recently with the National 
Surety. 





E. O. ALLARD’S NEW POST 

_ Edward: O. Allard, formerly with the 
Globe Indemnity and Bankers Indem- 
nity, has joined the American Surety 
and New York Casualty as head of their 
safety engineering and inspection de- 
partment and will develop this phase of 
the business on a national scale. He has 
had wide experience in the industrial en- 
gineering field. 





MADE JUNIOR EXAMINERS 
Commissioner of Banking and Insur- 
ance Frank H. Smith of New Jersey has 
appointed John J. Murphv and Stephen 
P. Ryan junior examiners on the insur- 
ance examination staff of the department 
with headquarters in Newark. 


— 
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Welton’s Talk In Toronto 


(Continued from Page 37) 


splendid work in combating the spread 
of car compulsion. Mr. Stone was also 
one of the banquet speakers. Merit 
rating was gone into and a substitute 
plan suggested by Mr. Welton. And 
speaking of workmen’s compensation in- 
surance, another vexatious problem, 
which, like the Lord’s poor is always 
with us, he said: 

“The most interesting thought on the 
problem was uttered by Hobart Porter 
of Sanderson & Porter, bankers, engi- 
neers and nation-wide public utility 
owners. He said, in effect : ‘Workmen’s 
compensation insurance has so much and 
such a direct bearing on the industrial 
and economic and business life of the 
country that it is really a public utility. 

“‘Sometime, and I think that time is 
not far removed, it will be recognized 
as a public utility and given the consid- 
eration it deserves. 

“Meantime, it is going through the 
same kind of difficulties that have been 
part of the history of all public utili- 
ties—telephones, railroads, power and 
lighting companies and others of the 
same general type.’ 

“I am encouraged to believe that Mr. 
Porter was right and that we may hope 
for better things in the not too distant 
future. 

“Henry Swift Ives, speaking at the re- 
cent Missouri Insurance Day, said, ‘In- 
surance will never receive the recogni- 
tion it deserves until the popular con- 
ception of the institution of insurance is 
changed * * * The public looks upon it 
as an ingenious, mechanical accessory 
to civilization, a drab, dreary, statistical 
thing, devoid of life, romance and hu- 
man appeal * * * Under its mantle of 
protection, men work, ships sail, trains 
move, homes and factories are built, 
lives are safeguarded, injuries are com- 
pensated and the economic and _ social 
losses due to death are relieved.’ 

Underwriting Poor Risks 

“Isn’t that a clearly drawn picture of 
a public utility? 
casualty companies are generally under- 
stood to mean those who hold down 
management and acquisition costs as 
well as loss ratios—men who know which 
risks to accept and which to decline. 

“But, what is to become of those risks 
which are declined? If insurance is a 
public utility. what shall be done with 
the risks which are continuously show- 
ing a bad experience or which are in 
hazardous and extra-hazardous classes? 

“Should the rates be made adequate 
to carry all losses or should thev be 
held low so that an effort should be 
made to improve the phvsical conditions 
surrounding the risk? The tremendous 
number of companies now competing 
for business inevitably means high com- 
missions, loose underwriting or both. and 
almost as inevitably the answer is 2 
combined loss and expense ratio of 
over 100%. 

“The present condition is enormouslv 
difficult and T believe Mr. Porter has 
analyzed it correctly when he says that 
casualtv, particularly workmen’s com- 
pensation insurance. is a public utilitv 
which will eventually receive adequate 
recognition and Henry Swift Ives has 
shown us the means to that end when 
he savs that ‘the picture should be re- 
painted to show what insurance does 
not only what it is.’” 


Suggests Changes in Merit Rating 
Plan 


Turning to the recent upheaval on the 
merit rating plan for automobile liabil- 
ity insurance. Mr. Welton said that the 
business then had the unusual snectacl- 
of a meeting at which about 98% of 
the companies writing that business 
voted for the merit rating plan of rate 
reduction. at the same time uttering the 
profound conviction that it was a great 
mistake. 

Some underwriters, he declared, feel 


Good managers of, 


that the whole trouble started long ago 
when the: companies adopted the s0- 
called omnibus coverage permitting an 
entire family to enjoy the benefits of in- 
surance when the underwriting, if any, 
considers only the individual who heads 
the family and applies for insurance. On 
this point he emphasized: . 

“If the omnibus coverage were done 
away with—if we issued insurance to 
John Smith, owner of a car, after having 
underwritten John Smith—and then by 
endorsement extended the cover to in- 
clude the driving of the car by Mrs. 
Smith for which an additional percentage - 
will be added to the original premium 
and then through the same endorsement 
or by an additional endorsement, extend 
the coverage to include the operation of 
the car by additional members of the 
family but at an increased premium rate, 
we would, perhaps, be able to write the 
business at a flat 10% discount from the 
old rate which, is in effect, what the 
present merit rating plan amounts to. 

“Then, let us merit rate the careful 
driver who buys insurance from us, say 
on June 1, 1929, by reviewing his rec- 
ord on June 1, 1930. If in that time, 
he has had no losses, let us pay him 
back 5% or 10% or some appropriate 
amount of his premium as a reward for 
that careful driving. 

“If on June 1, 1931, he has had no 
accident for two consecutive years, let 
us pay him back a somewhat larger per- 
centage on that second year’s premium. 

“Giving a man a discount on a year's 
experience to come in which period he 
may have several accidents is certainly a 
highly optimistic proceeding and we have 
no means of collecting the appropriate 
premium from the man who does have 
an accident and costs us a lot of money. 

“Merit rating after the fact does away 
with all’ need of warranties; it does 
away with any question of the veracity 
of the broker or the honesty of the 
statements made in the application. 

Connecticut’s Experience 


“The best example I know of what 
happened under the present omnibus 
clause is based on experience in Con- 
necticut in. 1927 which I find given in 
an article originally printed in the 
Philadelphia Public Ledger. 

“In Connecticut in 1927, it was found 
that approximately 1 in every 4 per- 
sons under 20 years of age was involved 
in an accident; of drivers between 21 and 
29, 1 in 5 was involved; between the 
ages of 30 and 39, 1 in 6; between 40 
and 49, 1 in 10; between the ages of 
and 59, 1 in 15; between the ages of 
60 and 69, 1 in 16; over 70 years of 
age, 1 in 17. 

“Under the present omnibus coverage, 
we insure a car for John Smith and a 
car for John Brown—each man 18 
over 60. John Smith has a wife who 
doesn’t drive his car. The accident ratio 
there, according to the Connecticut fig 
ures, is 1 in 16. 

“Tohn Brown has two boys in college 
and two girls at home, all of whom drive 
the car. The accident ratio there is ! 
in 16 for John Brown and 1 in 5 for his 
four children. F 

“The John Brown car is being driven 
almost continuously by the 1 in 5 acct 
dent ratio drivers; the John Smith caf 
is driven only. a very small part of the 
time by a 1 in 17 ratio driver and the 
company gets exactly the same premium 
for both. 3 

“Certainly there seems to be no logic 
in that but it’s the result of the omn 
bus coverage. 

“It seems to me equally certain that 
attempting to merit rate those two fam 
lies in advance for a year’s operation 0 
a motor car is pure gamble and that if 
there is to be a merit rating, the only 
way to do it on a sound basis is to apply 
the merit rating after the year has gone 
by and the premium has been carn 
without a_ loss.” 
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